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ERE you unable to at- 

tend your feed conven- 

tion this year or did you 
forget some of the things you 
learned while you were there? 
Well, don’t worry. In this issue 
of The Feed Bag you will find 
everything of importance re- 
corded for you. We suggest that 
you read it from cover to cover 
and place it in your permanent 
file. Then it will be handy for 
reference when you are ready 
to put the numerous ideas pre- 
sented to work. And, by all 
means, use these ideas. 


MERCHANDISING MAGAZINE | 
OF THE FEED INDUSTRY | 


The Ankerson mill, elevator and warehouses stretch one long block along the Northwestern railroad tracks. Not all of the 
warehouses are included in the above picture with the business staff and fleet of trucks. 


| for over fifty miles... 


r. ‘anil the city of Gillett, way up in Northeastern Wisconsin, Big 

Jo flour is distributed by J. M. Ankerson. Mr. Ankerson has supplied 
both dealers and local consumers in his territory for longer than 20 years 
during which time he has never received a serious complaint. “We like to 
sell Big Jo,” he says, “because its high quality commands widespread 
approval and, in addition, the Wabasha Roller Mill Co. is one of the finest 


firms we have ever done business with.” 


Big Jo F lour says thank you, Mr. Ankerson. Your long 
experience as president of the Gillett State bank and member of 
the county board makes the compliment especially appreciated. 
We're glad you agree that Big Jo is “Best in the World” 
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A MONG the profitable sug- 
gestions you learned at your 
respective convention be sure 


to add... 
“TRADE with PAETOW” 


Always Glad to Quote You On 
Brewers Grains e Millfeeds 
Malt Sprouts ¢ Linseed Meal 
Meat Seraps e Feed Barley 
Glidden Soy Bean Meal 


Screenings 
of all kinds. 


Our daily and weekly quotations gladly sent on request. 


FEED-GRAIN 
SCREENINGS 
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COAST TO COAST 
GRAIN SERVICE 


ARGILL 


INCORPORATED 


Headquarters — MINNEAPOLIS, MINN. 
761 Ch b of C ce 


Country Offices 
Fairmont, Minn. Crystal, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 


Terminal Offices 
Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 
Toledo Memphis San Francisco 


Winnepeg, Man. Montreal, Que. 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


for BETTER 
Summer Business 


SELL... 


WISCONSIN 
GROWING MASH 


Your poultrymen customers are anxious to 
develop their pullets into large-sized, early 


layers. 

Wisconsin Growing Mash is the feed they 
need. 

Pep up your summer business with the 
complete WISCONSIN line of Poultry 
and Dairy Feeds — the feeds that give 
profitable results. 


NORTHERN MILLING Co. 
WAUSAU Since 1883 WISCONSIN 


== DEPENDABLE EQUIPMENT == 


Inset: Specially 
designed agitator 
cylinder, which, 
with Planetary 
gear speed reduc- 
er, saves 25% to 
on operating 
costs. 


1. Feed is elevated by means of grinding 3. Removable cover for changing plates. 


motors without reduction in grinding 4. Feed is cool when sacked. 
capacity. 5. Unusually heavy base—sturdy con- 
2. Adjustable non-choking feeder. struction. 


Have you a Copy of our Feed 
Mill Equipment Catalog? 
If not, write for it. 


No Fire or Dust Explosions 


can occur with the Strong-Scott Pneumatic Attrition Mill 


and Feed Plant é 
he Strong-Scott Mfg Co. 
Minneapolis Minn. Great Falls Mont. 


Thoroughly Mixed Dry Feed 


The Strong-Scott Triple Action Feed Mixer is a complete one- 
man unit that mixes perfectly and economically. It is built to last. 


1. Combination V-Belt and Planetary gear drive. This efficient 
drive arrangement cuts power costs—for instance, one ton 
mixer requires only 5 h.p. 

2. Loading Hopper. 

3. Elevating Leg. 

4. Sacking Spout. 


Everything Jor Every Mill, Elevator — 
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Our free manual written by 
experienced feed men, tells 
you how. Tells why Hub- 
bard dealers who mix feeds 
The HUBBARD SUNSHINE 
Way are so successful. Get 
the facts about how Hub- 
bard helps you build a 
profitable feed business of 
your own. Find out about 
territories still open. 


HUBBARD’S 
SUNSHINE 
CONCENTRATE 


It's complete—con- 
tains all the essen- 
tial vitamins, pro- 
teins and minerals. 
Mix it with your 
own grains to sell 
under your private 
label. Hubbard 
helps youmsees you 
through from form- 
ulas to advertising. 
Dealers everywhere 
are showing big in- 
creases in volume 
and profits with 
their own brand of 
feeds made The 
HUBBARD SUN- 
SHINE Way. 


MOTHER HUBBARD FLOURS 
MOTHER HUBBARD CEREALS 
HUBBARD’S SUNSHINE 
CONCENTRATES and MASHES 
HUBBARD SUNSHINE DOG 

Products of 


HUBBARD MILLING Co. 


FOUNDED 1878 | MANKATO, MINN. Eastern Plant: 410-11th St., Ambridge, Pa. 


MORE 
MONEY FEEDS 


s in adver@ 
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Yours 


HUBBARD MILLING 
COMPANY, Dept. F-67 | 


I'd like to know how Hubbard can help 
me do more feed business under my own 
label. Tell me if my territory is open and 


Use the Coupon Or i 
send me your mixer manual—free. 


Write Us A Letter 


Dept. F-67 
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} of the HUBBARD MILLING co. 
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years, still pelieve the 
testimonial is the peste geems 
a +o me that the opinion of those who have 
actually used — 
have more influence 
anything we might say 
ters from Sur Key and chicken raiserss farm- 
ers with dairy cows and Livestock shippers 
&§ are telling ys of the success they have had | 
&§ with Hubbard Sunshine feeds. They are full 
: of enthusiasm and tell of actual experiences s 
More and more 1 want these letters made part 
a of our advertising and 1 pelieve this plen 
will prove exceedingly helpful +o our deal- 
trengthnen their own faith in 
Ne Way and 
generally 
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“None Better Than Nunn” Slogan 
Catches Fancy of Customers 


if you use it right. And the fame 
of the Charles Nunn & Sons Milling 
Co., Evansville, Ind., has spread in the 
decade of its existence from the narrow 
boundaries of its southern Indiana terri- 
tory to cover the entire western portion 
of Kentucky and the northern part of 
Tennessee. Along with this extensive ter- 
ritorial conquest has come the liberal 
compensation usually attending such ex- 
pansion. 
“Nunn Better” Is Slogan 
“Of course,” chuckles the elder Nunn, 
“everybody isn’t lucky enough to inherit 
a name that will work in an attention 
attracting trade name such as ours has, 
but there are many words and combina- 
tions of words that may be drafted into 
service with satisfactory results. When 
we bought the mill, the entire family be- 
came interested. We decided that it would 
be a ‘none better’ business—also a ‘“Nunn- 
Better’ business. The name was catchy. 
It attracted the attention of the casual 
observer. We played it up in our adver- 
tising; it became the name of our highest 
grade products. Today it is our best 
seller,” 


es fame and fortune in a name 


Operate Four Trucks 

“Attendant with our program of ex- 
pansion, my oldest son launched a solicit- 
ing department. At first this was a one 
man job. Our territory was small enough 
that he could call on all our customers 
and have time to add a few extra pros- 
pects to his list. Orders were taken on 
these calls and later a truck made deliver- 
ies on a scheduled run of the route. Now 
four regular solicitors take daily orders 
and four trucks make prompt deliveries 
over the various routes throughout the 
more than 100 miles radius we cover.” 

“We have tried various means of ad- 
vertising,” continues Mr. Nunn. “Scat- 
tered throughout the country we serve 
are billboards proclaiming the virtues of 
‘Nunn Better’ products. They are in- 
expensive and they serve to introduce us. 
The Evansville papers carry our seasonal 
advertisements. Hatching season finds our 
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newspaper space featuring poultry feeds 
suitable for correct starting of the flock, 
etc. We are also alert for any trend of 
events that may work well in our news- 
paper advertising copy. For example, a 
new record set in any field is to date 
‘none better’ and works well with our 
advertising of Nunn Better  preducts. 
Then, too, the radio played an important 
part in starting the Nunn Better products 
off on the up grade. We all feel that those 
short programs we broadcast daily were 
invaluable. However, as the novelty wore 
off we discarded them and concentrated 
our attentions to other forms.” 
Exhibit Model of Mill 

“Which brings us down to our pet 
project of today. Since we first began to 
gain recognition among the business men 
of the vicinity we have entered an exhibit 
at the annual food show given at the 
Coliseum in Evansville. Formerly we 
have had cooks using Nunn Better flour 
in our exhibits with a contest on the last 
day of the show but this year we have 
given them a real treat. My youngest son, 
Lockett, prepared a complete working 
model of a mill for the exhibit with 
everything complete in miniature and 
housed in a glass case so that everyone 
can really see how a mill works without 
going to the trouble of visiting one. 

“The model shows a four-story mill 
building with five rollers, three graders, 
and three sifters all connected by a com- 
plete conveyor system and electrically 
powered. Metal cylinders represent the 
grain bins and at the exhibit we loaded 
toy trucks with tiny sacks of Nunn Bet- 
ter products. We are sure this was and 
will continue to be a successful advertis- 
ing project and we plan to use the same 
model in exhibits at fairs and other shows 
throughout our territory.” 

$200,000 Volume in 1936 

A $200,000 volume for 1936 with fair 
indications for a big increase during the 
current year is the proof advanced by 
the Nunns that fortune favors a well 
handled name and when one considers 


© Indiana Firm Capitalizes on Name in Ads 


that ten years ago they were plodding 
along in a business new to them, it is 
readily seen that their methods of getting 
acquainted hit the spot. Furthermore, it 
is stated that 20 per cent of this remark- 
able volume is derived directly from the 
retail feed business. Feeders in the terri- 
tory swear by Nunn Better feeds for all 
their livestock and as all people tell their 
likes and dislikes to their neighbors and 
friends this esteem cannot be overes- 
timated. 

“We try to give them what they want,” 
says Mr. Nunn. “Being manufacturers of 
feeds as well as salesmen, we study the 
prevailing trends in feeding and prepare 
our feeds accordingly with the fact up- 
permost that they be ‘none better’. We 
do custom grinding for those who wish 
to use their own produce in their feeds. 
There is also a one ton mixer which may 
be used in preparing a high quality feed. 
Rates are moderate and if the feeder 
buys most of his ingredients from us the 
mixing is done as a gratis service.” 


Operate 24 Hours a Day 

The plant was known as the Model 
Roller Mills when the Nunns took it over. 
They have followed a policy of continually 
adding improvements and altering the 
system to keep it up-to-date. All electric 
power is used to keep the mill rolling on 
the 24-hour day schedule they were re- 
cently forced to adopt to keep up produc- 
tion and 13 men, working on a double shift. 
are now regularly employed. 

Located a few miles out of the city, on 
the historic Harmony Way highway, the 
Nunn mill is not hampered by the many 
restrictions that might be met in the 
heart of the city and they have plenty 
of room to expand their plant without 
thought of expensive space. Furthermore. 
the business is a family affair and all of 
the members are mill conscious. Coopera- 
tion and cheerfulness work hand in hand 
to make the business a success and the 
customers who contact the mill-family 
feel and appreciate this atmosphere of 
good fellowship. 
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e WIILIAM AND HOMER MC GET- 
tigan and Francis Leahy have opened a 
new feed store at Darlington, Wis. 


e GEORGE COUCH & SON will re- 
open the old Corbin Mill, New Harmony, 
Ind. The firm owns and operates grain 
elevators in Poseyville, Ind. and Boone 
Gap and West Salem, IIl. 


e KRAUSE BROS., Beloit, Wis. are 
building a two-story addition, 60x120 
feet to their mixing mill and elevator. 
Construction is expected to be completed 
by August 1. 


as 


@ GEORGE CULVER has purchased the 
feed mill of F. B. Kedl & Son, Wauzeka, 
Wis. 


Salsbury’ "s 


wa Ree 


Northwestern District Dealers 
To Hold Picnic, June 20 


EVERAL hundred dealers and their 

families and friends are expected to 
attend the annual picnic of the North- 
western Wisconsin District Dealers Club 
of the Central Retail Feed association 
which will be held at Wapogassett park 
on Wapogassett lake near Amery, Wis., 
June 20. 

Various outdoor contests are to be 
held and prizes will be awarded. Those 
attending are requested to bring their 
own lunches. Coffee and ice cream will be 
served on the grounds. 


A NATION-WIDE POULTRY HEALTH SERVICE 


“Take it from me, it’s easy to make money on Dr. Sals- 
bury’s Avi-Tone! Here’s how I do it—and how you can, too. 

“I make it a point to recommend Avi-Tone to every cus- 
tomer who comes into my store. I tell them that Avi-Tone 
is a safe and dependable flock wormer and tonic .. . that 
it’s ideal for early worm control . .. that actual tests show 
that it gets up to 98% of the round worms in chicks! 

“What’s more, | explain that Avi-Tone’s tonic and condi- 
tioning ingredients strengthen the chicks during worm re- 
moval, improve the birds’ appetites, build up their vitality, 
and help to insure perfect health! 

“Finally, | point out that when chicks get Avi-Tone they 
grow faster, feather out better, and are subject to much 
less bowel trouble! 

“Try telling your customers all these things about Dr. 


_ Salsbury’s Avi-Tone. Then watch your sales INCREASE, and 


your profits GROW!” 


“Cash in” on the BIG spring and summer demand for Avi-Tone 
and other Dr. Salsbury products. Write for details and prices! 


ANNOUNCING: Dr. Salsbury’s TWELVE WEEK School of Poultry 
Diseases, July 5; write for catalog. Two Week Schools continue as 


before; next school July 5. 


DR. SALSBURY’S LABORATORIES 


CHARLES CITY » » IOWA 


BRANCHES: Jersey City, N.J., Kansas City, Mo., Columbus, Ohio 
Ft. Worth, Texas., Pomona, Calif. 


The Northwestern club learned all 
about Alaska at a special meeting held at 
tke Beebe hotel, New Richmond, May 
27. Father Beaudette, Somerset, Wis., 
who spent several months in the far north 
was the principal speaker and gave an 
interesting description of his observa- 
tions, including that of the Matanuska 
colony, a government project. 

A. L. Flanagan, Fraser-Smith Co., Ltd., 
Milwaukee, discussed barley and pointed 
out precautions for dealers to take be- 
fore shipping to the market. A preview of 
the Central Retail Feed association con- 
vention was presented by David K. Steen- 
bergh, Milwaukee, executive secretary, 
who also discussed legislation affecting 
the feed industry. A. J. Hayman, Edge- 
wood hatchery and feed store, Dresser 
Junction, Wis., president of the North- 
western club, presided. 

As a special prize a round-trip ticket to 
the Central Retail Feed association con- 
vention at Milwaukee was awarded at the 
close of the meeting and was won by 
John Jensen, Luck Cooperative Exchange, 
Luck, Wis. 

A district meeting of feed dealers was 
also held at the Commercial hotel, Water- 
town, Wis., May 20, with more than 40 
in attendance. Guest speakers were mem- 
bers of the Milwaukee Grain & Stock 
Exchange and John Jouno, manager of 
the feed department, Stratton Grain Co., 
served as toastmaster. 


J. V. Lauer, J. V. Lauer Co., gave the 
dealers pointers on the buying and ship- 
ping of barley; O. R. Sickert, Deutsch & 
Sickert Co., reviewed the history of the 
Milwaukee Grain & Stock Exchange; and 
Harry Franke, Franke Grain Co., pointed 
out the advantages of Milwaukee as a 
feed market. 


Details of the Central Retail Feed as- 
sociation convention and legislation were 
discussed by Colby Porter, C. S. Porter, 
Fox Lake, Wis., president, and David K. 
Steenbergh, Milwaukee, executive secre- 
tary. Entertainment for the meeting was 
furnished by the Paetow Co., Milwaukee, 
and Ray Kaercher, Globe Milling Co., 
Watertown, presided. 

Feed dealers in the Fox River valley 
district gathered at the Conway hotel, 
Appleton, Wis., May 26, and were also 
entertained by members of the Milwau- 
kee Grain & Stock Exchange. The subject 
of barley was again discussed by Mr. 
Lauer; Mr. Sickert presented the history 
of the exchange and William C. Moll, 
Franke Grain Co., discussed mill feeds. 
The Central convention program was an- 
nounced by Mr. Steenbergh and Mr. Por- 
ter who also gave a review of the legislative 
situation. Frank Liethen, Liethen Grain 
Co., Appleton, presided at the meeting and 
entertainment was furnished through the 
courtesy of the Franke Grain Co. 
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Prosperity Reflected by Dealers 


At Central Convention 
e W. N. Knauf Is Chosen as New President 


Feed association convention at Mil- 

waukee, June 7 and 8, doubting that 
there is new life in the feed business, 
every trace of this misgiving was dis- 
pelled before the final curtain was rung 
down on the most successful gathering in 
the history of the industry. 

Nearly 600 persons, by official count, 
registered for the event and exactly 604 
attended the annual banquet, literally 
bulging out the walls of the Crystal ball 
room of the Schroeder hotel and necessi- 
tating the placing of additional tables in 
the outer halls. And in this vast assem- 
blage there wasn’t a long face to be found. 

Everybody Is Happy 

On every hand there were expressions 
of confidence—open admissions that real 
money was being made in the feed busi- 
ness and predictions of continued profits. 
Capacity crowds jammed the meeting 
room for the business sessions and every 
speaker had the privilege of addressing 
full front row seats as well as additional 
persons occupying standing room in the 
rear. 

The dealers voiced one major objection. 
In a resolution adopted at the close of the 
convention they asked for a correction 
of the practices employed by some fer- 
tilizer and salt concerns in selling their 
products direct to the consumer. Open 
disfavor of this practice was voiced by 
many in a discussion following the adop- 
tion of the resolution and persistent ac- 
tion on the part of the association in get- 
ting the firms alleged to be guilty on the 
Honor Roll of the organization which 
lists firms agreeing to sell only through 
dealers was strongly urged. 

National Feed Week Endorsed 

Unanimous endorsement was given to 
National Feed Week sponsored by The 
Feed Bag in the following resolution which 
was also adopted: 

“WHEREAS, The Feed Bag has an- 
nounced that it will sponsor the observ- 


ii anyone came to the Central Retail 
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ance and celebration of National Feed 
Week, October 11 to 16, 1937, for the 
purpose of giving general publicity to the 
important service which the feed trade 
renders to agriculture, and 

“WHEREAS, the Central Retail Feed 
association believes such a movement to 
be beneficial to its members and the entire 
industry, 

“THEREFORE, be it resolved that the 
members of the Central Retail Feed asso- 
ciation assembled in convention at Mil- 
waukee, June 7 and 8, hereby endorse Na- 
tional Feed Week and agree to cooperate 
to the fullest extent in its observance.” 

Knauf Elected President 

The board of directors in a special 
meeting elected W. N. Knauf, Chilton, as 
new president of the association for the 
ensuing year, and retained Fred Chris- 
topherson, Milltown, Wis., as vice presi- 
dent; Roland Reinders, Elm Grove, Wis., 
as secretary and treasurer, and David K. 
Steenbergh, Milwaukee, as executive sec- 
retary. The board also voted to affiliate 
with the Grain & Feed Dealers National 
association on a provisional basis. 

The convention opened with John V. 
Lauer, président of the Milwaukee Grain 
& Stock Exchange, welcoming a packed 
meeting room to the city and offering the 
good will and hospitality of the exchange. 
He paid tribute to the Central Retail Feed 
association for its fine representation and 
for the many benefits it has gained for the 
feed industry. Response was given by 
Fred Christopherson, Milltown Coopera- 
tive Produce & Shipping Assn., Milltown, 
Wis., vice president of the association. He 
invited the feed men to attend the annual 
picnic of the Northwestern Wisconsin Dis- 
trict Dealers Club of the Central Retail 
Feed association which is to be held near 
Amery, Wis., June 20. 

Colby Porter, C. S. Porter, Fox Lake, 
Wis., retiring president of the association, 
pointed out the results obtained to date 
from the Honor Roll plan adopted by the 


organization and emphasized the fact that 
its continued success depended upon the 
cooperation of the dealers. He also called 
attention to the legislative program which 
the association has conducted and reported 
the results obtained thus far on a bill to 
compel portable feed mills to carry lia- 
bility insurance. Mr. Porter also discussed 
the 4-H club activities of the Central 
dealers and commended the purposes of 
these activities in instilling into the minds 
of the young rural folks the importance of 
coming to their local dealers for feeds and 
advice on feeding problems. 
Predicts New Feed Code 

A new government code for the feed 
trade was predicted by Ray B. Bowden, 
executive vice president, Grain & Feed 
Dealers National association, St. Louis. 

“Don’t underestimate what’s coming,” 
he warned. “The government men are sin- 


cere in their purpose but often impractical. 


Under the old NRA, industry was given an 
opportunity to write its own codes but 
when new trade rules are established you 
can expect them to be dictated to you.” 

Mr. Bowden continued by explaining the 
revolution that has occurred in society 
with the passing of the old farm family 
as the basis of discipline and economic 
values as contrasted to the present ab- 
sorption of the members of these families 
by industry. He cited impending legisla- 
tion establishing maximum hours of work, 
minimum wages, and abolition of child 
labor, stressing the need of a united front 
for feed dealers on a national scale. 

A $5.00 cash attendance prize was won 
by Fred Parker, Fennimore Farmers Ware- 
house Co., Fennimore, Wis., at the open- 
ing of the session. Four others of $5.00 
each were awarded at the close of the 
morning meeting 1nd the winners were 
Bob Schneider, Schmidt Milling Co., Osh- 
kosh; H. W. Everson, Stanley, Wis.; 
Larry Hartzheim, Hartzheim Fuel & Feed 
Co., Beaver Dam, Wis., and Ralph Cairns, 


(Continued on Page Thirty-one) 
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@ The functions and importance of Vitamin E are becoming more generally under- 
stood every day. Persons concerned with animal husbandry have come to realize 
that many reproductive disorders once considered unavoidable are the direct result 


of a Vitamin E deficiency. 


@ Since wheat germ is the richest source of Vitamin E it is natural that the first 
efforts to improve feeding formulas should have called for the inclusion of wheat 
germ in the mixture. Unfortunately, however, those who adopted this method failed 
to reckon with the instability of Vitamin E in wheat germ—with the rapid dissipation 
of Vitamin E through rancidity. The important consideration in preparing any Vitamin 
E effective feed is, of course, not how much wheat germ is put into the formula at 
the time of mixing—but how much Vitamin E is present in the feed at the time of 


feeding! 


ADM WHEAT GERM OIL 


@ ADM Wheat Germ Oil is obtained by 
a special cold press process developed by 
the Archer-Daniels-Midland Co. Its Vita- 
min E content is stable and constant— 
biologically assayed and guaranteed 40 
P-L units to the gram. 


ADM WHEAT GERM MEAL 


® ADM Wheat Germ Meal offers for 
the first time a constant and dependable 
source of stable Vitamin E in dry form. 
In practice 1 Ib. of Vitamin E stabilized 
ADM Wheat Germ Meal replaces 3 Ibs. 


of commercial run wheat germ. 
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@ The Archer-Daniels-Midland Company has been successful in 
developing a special process for capturing Vitamin E from wheat 
germ and for holding it in a stable form. Through their ADM 
Wheat Germ Oil and their ADM Wheat Germ Meal they offer feed 
producers a dependable source for Vitamin E. Get full information 
by mailing the coupon below. 


ARCHER-DANIELS-MIDLAND COMPANY 


SPECIALTIES DIVISION 
660 Roanoke Building Minneapolis, Minnesota 


ARCHER - DANIELS - MIDLAND COMPANY 
660 ROANOKE BUILDING 
MINNEAPOLIS, MINNESOTA 


Please send us evidence of the importance of Vitamin E 
to normal reproduction and high hatchability—and also 
detailed information on ADM Wheat Germ Oil and ADM 
Wheat Germ Meal. No obligation. 
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IN THE GOOD With cattle grazing knee-deep in pasture and feed 
OLD SUMMER TIME sales slowing up there is a strong temptation for feed 

dealers to go on a sit-down strike against themselves. 
It is human nature to succumb to day dreaming in the summer time and to wait 
for cold weather again to bring the customers back with the usual volume of sales. 


Years back this practice may have been the logical one to follow. Science, 
however, has changed the feed business to one that necessitates year ’round 
effort on the part of the feed dealer. 


A decade ago it was customary for the average farmer to drive past his feed 
store during the pasture season with the satisfied feeling that nature had pro- 
vided him with the necessary sustenance for his dairy herd and that the profits 
he made on his milk were practically “gravy”. Feeds were bought only to tide 
over a drought and, begrudgingly enough, the herdsman parted with his money 
for the cheapest possible ingredients to meet the emergency. 


Then feeding experts went to work. In test after test it was proven that spend- 
ing money for the proper kinds and amounts of ingredients to feed in addition to 
pasture was a good investment. The more progressive farmers took the cue 
and instead of thumbing their noses at the feed store during the summer months 
began to make it their year ’round shopping place. 


Today in every feed dealer’s territory there is work to be done during the 
summer. His is the missionary task of driving home to the backward customers 
the wisdom of summer feeding. His is the task to stock and furnish the proper 
supplements and ingredients that will do the job thoroughly, returning a profit 
to himself and to his feeders. 


His is also the task to continue to service the poultry customers to whom he 
has sold feeds to start their flocks in the spring. The feed dealer in the strictest 
sense is not only a salesman and a shop keeper but a “doctor of feeds and feeding” 
who follows through and sees that the farmer’s poultry and livestock are pro- 
tected against diseases, poor housing conditions and the countless factors which 
minimize the results obtained from the best of rations. His is the task to preach 
the gospel of proper feeding through snow and sleet—through dust storm 
and drought. 


Don’t go on a sit down strike against yourself. Take a vacation if you will. 
Forget about business for a couple of weeks and relax. But come back and work 
just as hard as you do when seasonal conditions bring a natural influx of business 
to your store. Running a feed business today is a year ’round job and the dealer 
who considers it such is the one who also counts year ’round profits. 


EMIL J. BLACKY 
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Binder Twine 


In order to stimulate interest in the 
brand of binder twine which he stocked, 
a Wisconsin dealer displayed a ball of it 
in his window with a placard announcing 
that a prize would be awarded to the 
three persons guessing nearest to the 
number of feet and inches of cord con- 
tained in it. The contest attracted wide- 
spread attention and was instrumental in 
a big increase in the sale of this product 
for the dealer. 


@ STRICKLER MILLING CO., Har- 
risonburg, Va., sustained severe fire loss 
at its p!ant recently. The blaze was con- 
fined to the rear of the building and 
finally brought under control by firemen. 


T his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Appearance Counts 


In a study of sales people conducted by 
the National Retail Dry Goods associa- 
tion “appearance” was found to be the 
most important factor in the rating of 
job performance. Next in importance 
was “cooperation,” then “accuracy” and 
then “manner.” Listing appearance at an 
arbitrary value of 100 per cent, the other 


LOW FIBRE 
72% 


Hid 
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SELL THEM A FEED 


that will cut their Feed costs! 


@ More pork pounds—in fewer weeks—on less corn and 
grain — at a lower total cost! That’s the story behind 
Sterling Pig and Hog Balancer. Each sack you sell means 


a profit to you—a saving and a profit to your customer! 


Well Advertised. Push Sterling Pig and Hog Balancer! 


Wholesale Feeds and Seeds 


NORTHRUP, KINGs CO. 


Minneapolis 


Dependable 
Since 1884 


Minnesota 


ej2e 


qualities mentioned most often fall into 
these ratings: cooperation, 65 per cent; 
accuracy, 60 per cent; manner, 50 per 
cent; initiative, 45 per cent; knowledge, 
40 per cent; industry, 35 per cent, capa- 
bility, 30 per cent; adaptability, 30 per 
cent; a‘ertness, 25 per cent; and dependa- 
bility, 20 per cent. 


Bringing “Em Back 


In order to get the real low down on 
why customers stopped buying at his feed 
store, a Pennsylvania dealer found it 
profitable to list on the back of his fol- 
low up letters to dormant customers fif- 
teen possible reasons for not buying 
which the farmer could answer with a yes 
or no and mail back in an addressed 
reply envelope. These reasons were (1) 
you do not call often enough. (2) Your 
competitor is giving me better prices. (3) 
Your telephone order clerk makes too 
many mistakes. (4) We don’t like your 
advertising. (5) I have too large a stock 
on hand at present, etc. This dealer re- 
ports that he gets a high percentage of 
these letters back and it gives him an 
opportunity to clear away any misunder- 
standing which may have arisen. 


Route Reminder 


Several days previous to the time its 
delivery truck will travel a certain route 
a successful Michigan feed firm sends out 
postals announcing the itinerary and sug- 
gesting that customers along the route 
telephone the store for their needs which 
will be delivered promptly on the trip. 
“It is surprising,” the dealer reports, 
“how many farmers take advantage of 
this service, even asking us to bring out 
a bottle of medicine from the drug store 
or a repair part for their tractor which we 
are glad to do. Our business has shown a 
steady increase since the plan was adopt- 
ed and our truck is now out every day in 
the week. 


Good Will Ad 


Whenever farmers in a Minnesota deal- 
er’s territory decide to hold a community 
event they have a standing offer of using 
one corner of the feed store’s ad for 
advertising without any charge. The 
dealer has a contract with his local paper 
to use a 2 column by 8-inch space every 
week and he has reserved the upper cor- 
ner of his ad for announcements on com- 
munity affairs which groups of his cus- 
tomers may wish to make. This idea has 
developed much business and furnishes a 
splendid good will tie-up with the firm’s 
regular advertising. No individual “for 
sale” or “wanted ads” or commercial 
promotions are allowed in the space. 
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Modernize Your Store and Stress 


Quality of Merchandise 


By RALPH E. SMITH 


Purina Mills, Inc. 


HE days of “guess management” are 

gone from the feed business. We 

can’t carry on ox-cart business meth- 
ods in the feed business in an airplane age. 
Careless, slip-shod, easy going business 
tactics are out. Better retailing in all lines 
of merchandising today has crowded out 
feed retailing methods that were good 20 
years ago. 

Other retail businesses have grown 
away from the feed business in too many 
cases. The grocer, the druggist, the hard- 
ware merchant, the automobile dealer, 
the filling station, the department store— 
yes, even the “beanery” or pool hall has 
too often outshone the feed merchant. 
They’ve modernized their places of busi- 
ness while Mr. Feed Merchant is ‘still 
running a 1905 model, 

The result—often splendid business op- 
portunities have turned into dismal fail- 
ures because the store was out of step 
with the times. There’s no standing still. 
Ox-cart stores suffer in contrast with 
modern, up-to-date stores. Why do we 
feed merchants tolerate such stores? Be- 
cause it’s the easy way. 

Buying Public Spoiled 

Our buying public is spoiled. Mr. Feed 
Buyer gets his “tailor mades” at the drug 
store, buys his hame straps from a snap- 
py hardware merchant and his Sunday tie 
from a sweet, soft spoken sales girl. Then 
he wonders why my feed store is so run 
down, so dark, so dirty and why I say, 
“want somethin’?” when he enters my 
store. Maybe the feed buyer is spoiled 
but we need him in our business. 

We wonder, too, why we have so many 
price shoppers—so many folks who say, 
“can’t you cut it a nickel?” We feed 
merchants too often make price shoppers 
of our customers. It’s the merchant’s job 
to educate the customers—to teach them 
the wisdom of buying value or quality 
feed. But what can we expect a customer 
to think of first when he enters a feed 
store when price is the only thing for 
sale—where there is no hint of value. The 
junky, ill-kept store does not suggest 
value—only price! 

Too frequently a good business man— 
a man with real business talent has drift- 
ed down “price road” because his store 
was colorless, dead and out of step with 
his selling ability. The poor!y kept store 
not only demoralizes the boss, is shyed 
at by the customer but devitalizes the 
store clerk. No wide awake, alert, busi- 
ness-like clerk will hold his chin up long 
in a run-down-at-the-heel feed store. His 
pride will either cause him to quit or he’ll 
lapse into a state of “what’s the use” and 
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@ Address Delivered at Central Convention 


Waterloo Mills Co., Waterloo, Ia., has d d 


one 


ti of its plant to a model feed store to 


illustrate to dealers the most effective way of displaying the products which it handles. This idea has 
attracted widespread attention and has aided many feed store operators in showing decided increases 


in their sales. 
the customer. 
become just another order-taker. 

The five major factors in successful 
feed and farm supply store management 
are: 

(a) Good store, attractively displayed. 

(b) Sound, consistent advertising. 

(c) Well-trained clerks. 

(d) Outside selling or farm visit pro- 

gram. 

(e) Showmanship. 

Let one of these slip and you are, at 
best, only an 80 percenter. A feed mer- 
chant who is only an 80 percenter is like 
a six cylinder car hitting on only five. 

Today, all business is definitely on the 
mend. We are sailing with the wind. If 
we, as merchants, just sat still or strad- 
died a sack all day we’d get some business 
increase. Grain shortage and better farm 
produce prices make folks buy more feed. 
It’s like the stage comedian said about 
stocks in 1933. “Sure they’ll come back. 
They’re bound to come back. Of course, 
they may come back to different people.” 
And so may the feed business. 

But with increased business comes in- 
creased competition. Business doors that 
closed during the depression are opening 
again. A lot of new faces are appearing in 
the feed business. Many of these begin- 
ners will use the same methods that 
caused others to close shop. But while 
they are at it theyll be competitors for 
you well established feed dealers. They'll 
sell price, price, price! The most elemen- 
tary way to try to get already estab- 
lished business is to chisel the price. We 
have it now all over the country. 

The chain grocery store is in the feed 
business too. They will sell feed at low 
prices to attract the farmers’ grocery 


Note the attractive arrangement of stock with every item visible and ible to 


business. There’s no bottom price. You 
can even sell below cost to get the other 
fellow’s business but what happens. You 
lose money—you lose customer confi- 
dence. Your business needs both. 

There is a more powerful, long lived 
tool than price. It’s value or quality. It’s 
more substantial than price. It gets a 
better class of trade and wears longer. 
The reward to the merchant who gives 
greater value is greater net profits. 

What do we mean by value instead of 
price? Briefly, selling value means selling 
ideas. In a bag of high quality value feed 
you offer more eggs, more milk, longer 
life, greater growth, better health, greater 
speed and endurance. These things your 
feeder must have to make money from 
his feeding operations. And he must make 
money to be a steady, paying customer 
for you. 

To sell these ideas you must have an 
attractive store. Your average price mer- 
chant’s greatest asset is a chair. Give him 
that and a price tag and he’s ready to go 
into business, provided his price is the 
lowest in town. Lowest prices mean low- 
est profit. 

We, as feed merchants, are vitally in- 
terested in feed but our customer’s are a 
lot more interested in what feed does. We 
must show them. Folks buy ideas, buy 
merchandise they see. Well displayed feed 
is its own best salesman. Through the eye 
we get 87 per cent of our buying impres- 
sions. Show ’em and tell ’em but espe- 
cially, SHOW ’em. Show it at the point 
of purchase in your store. The best way 
in the world to interest a customer in 
your value merchandise is to demonstrate 

(Continued on Page Thirty-three) 
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Nopco’s 19" Storage Tank Swings into 


WENTY-FIVE new 30,000 gallon storage tanks are 
being rushed into service to take care of your 
demand for NOPCO XxX. 


Feeders in ever-growing numbers are insisting 
upon the dependable Vitamin A and D protection of 
NOPCO XX for their poultry and animal feeds. These 
new tanks reflect the increased prosperity of the 
thousands of progressive feed manufacturers who are 
responding to this demand by including NOPCO XX 
in their feed mixtures. 


We know your confidence in NOPCO XX is based 
on the fact that NOPCO uses every scientific means 
to insure the complete reliability of its product. A few 
of these safeguards are shown on these pages as visual 
evidence that your confidence is justified—that you 
can depend upon NOPCO XX. To the farmer and the 
feed trade NOPCO says “thank you for this confidence.” 


e14¢ 
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EACH STEP IN THE MANUFACTURE OF NOPCO XXischecked at the plant; the vitamin concentrate is extracted and assayed; then 
by rigid tests in the biological laboratory (left) and the chemical it is combined with natural cod liver oil and given the most severe 
laboratory (right). The natural cod liver oil is assayed as it arrives tests of all. Only two of NOPCO’s 14 laboratories are shown here. 


—— THE X-RAY (below) looks through the chick to see 


we heal how its bone structure is developing. There are two 
| different chick feeding tests on NOPCO XX—one, the 
tentative method outlined by the Association of Of- 


ficial Agricultural Chemists; the other, an 8 weeks’ 
feeding trial with ordinary feed ingredients under 
conditions now common on many poultry farms. At 
least 8 groups of chicks are used in these tests alone. 


THE SPECTROPHOTOMETER tests for Vitamin A content. This is only one 
of a series of preliminary tests. NOPCO’s 3,000-Unit Vitamin A guarantee is not 
based on “‘spec’’ reading alone but also on rat feeding tests according to speci- 
fications laid down in U. S. Pharmacopeia XI. 


BELOW — THE GUARANTEE of 3,000 U.S.P. 
Units Vitamin A and 400 U.S.P. Units Vitamin D 
per gram (and 400 A.O.A.C. chick units Vitamin D 
per gram) means that each lot of NOPCO XX has 
been proved to contain those amounts, in actual 
tests on live chicks and rats in this nutritional 
laboratory. No lot of NOPCO XX is released for 
shipment until all tests and assays show this proof. 


.... is a scientific blend of natural Vitamin A and D concentrate 
and cod liver oil, standardized by chemical, mechanical and bio- 
logical tests. If you have not yet availed yourself of NOPCO XX, we 
extend a cordial invitation to join the growing ranks of NOPCO XX 
users. Enjoy the benefits to be derived from NOPCO XX in the form 
of a controlled product evolved from constant research and tests, and 
proved by successful results. Write today for further information. 


NATIONAL OIL PRODUCTS COMPANY, INC., HARRISON, NEW JERSEY 


Chicago, Illinois Boston, Massachusetts San Francisco, California .- Cedartown, Georgia 
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e CHARLES N. GREEN who until re- 
cently was connected with the Urbana 
Mills Co., Urbana, Ohio, has purchased 
the Charleston Mills, South Charleston, 
Ohio, and will open a retail feed, flour 
and grain business. 


e HUNTER GOODRICH who has been 
in charge of meal sales for the soybean 
divison of Archer-Daniels-Midland Co., 
Milwaukee, Wis., for several years has 
been transferred to the firm’s Edgewater, 
N. J., plant where he will be in charge of 
operations. He has been succeeded by 
Arthur C. Smith who has directed soy- 
bean purchases for the Milwaukee divi- 
sion of the company for the past eight 
years. 


Phillips Will Discuss Feeds 
At Ohio Convention 


ITH the cool breezes of Lake Erie 
and beautiful surroundings to greet 
them, members of the Ohio Grain, Mill 
& Feed Dealers association will gather at 
Cedar Point near Sandusky, Ohio, June 
21 and 22 for their 58th annual conven- 
tion. The biggest attendance in the his- 
tory of the organization is anticipated. 
Feeds will be given an important place 
on the program with A. G. (Chick) Phil- 
lips, sales manager, Allied Mills, Inc., 
Chicago, Ill., leading the discussions. Mr. 
Phillips will confine his talk to merchan- 
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WELL FED YOUNG STOCK IS 
PROFITABLE 


VERY Farmer in your community who is raising pigs. lambs, 
E calves and colts knows the need for good feed in growing them 


bigger and better for profit. 


e For forty years Sugared Schumacher Feed has been the standby 
of thousands of hog raisers, dairymen, feeders and farmers for 
growing young stock at a profit. 

e Sugared Schumacher is a great utility 
feed. With it every ration for every type of 
stock on every farm can be built—by com- 
bining with high protein feeds. 

e It grows big framed, well fleshed, healthy, 
vigorous young stock at a very reasonable 
cost. 

¢ Urge all your farmers to feed Sugared 
Schumacher. Their success with this reliable 
feed will make more sales and profit for you. 


THE QUAKER OATS COMPANY 


Dept. 13-F, 141 W. Jackson Blvd. CHICAGO, U.S. A. 


dising and will have numerous and valu- 
ab!e experiences to share with the dealers, 

Ray B. Bowden, executive vice-presi- 
dent, Grain & Feed Dealers National asso- 
ciation, St. Louis, Mo., who spoke at the 
convention last year and made a big hit 
with those who attended will again be 
present, this time giving a talk entitled 
“What the Grain Man Wants.” 

National Feed Week which is being 
sponsored by The Feed Bag and which 
will be celebrated October 11 to 16 has 
been endorsed by the Ohio association 
and David K. Steenbergh, managing 
editor of The Feed Bag, Milwaukee, will 
present the details of the first observance 
of this kind in the history of the feed 
industry. Mr. Steenbergh will show the 
dealers how they can cooperate to the 
fullest extent in the celebration and how 
they can cash in on the good will and 
business which it is expected to create. 

Country elevator operating costs are to 
be analyzed by B. A. Wallace, agricul- 
tural economist, Ohio state university, 
Columbus, and S. M. Golden, Silmo 
Chemical Co., Vineland, N. J., will dis- 
cuss vitamin bearing oils. 

A motion picture film entitled “Danger- 
ous Dusts and Through Africa on Whee!s” 
will be shown at one of the sessions by 
J. W. Huntington, manager, Ohio Mill 
Mutuals, Columbus. 

The annual banquet will be held on 
the first evening of the convention. Arthur 
F. Briese, America’s knight of satire, will 
be the principal speaker and promises to 
keep the audience in constant laughter. 
The toastmaster will be F. E. Watkins, 
Cleveland Grain Co., Cleveland. 

At the close of the convention on the 
following noon the dealers will enjoy a 
special boat ride which will take them 
past the historical Perry monument and 
other points of interest. 

Members of the National Hay associa- 
tion who will hold their 44th annual con- 
vention at Cedar Point June 22-24 will 
participate in the meetings and will take 
the boat ride with the Ohio association. 

W. W. Cummings, Columbus, secretary, 
who is directing arrangements announces 
that the program will be a world-beater 
from the standpoint of practical value 
and entertainment. He urges every grain 
and feed dealer and miller in Ohio and 
adjoining states to attend. 

e THOMAS B. HEALEY has opened a 


coal, feed and fuel oil business at Schenec- 
taday, N. Y.. 


e PLYMOUTH FEED STORE, Ply- 
mouth, Mich., has moved to a new loca- 
tion in the Jewell & Blaich building. 

e FRANK BELL, W. M. Bell Co., Mil- 
waukee, returned recently from a vaca- 
tion in Beverly Hills, Cal. He reported 
having an enjoyable time and kept his 
many friends informed of his itinerary by 
postal cards during his absence. 
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Here’s How Some Live Wire Dealers 


Make Advertising Pull 


@ They Keep On Even When Store Burns Down 


By DON ROSS 


FRIEND of mine runs his own little 
Nice business in southern Iowa. He 
had never made any real money. 
Just a comfortable business year after 
year that made a fair living for him. 
The local newspaper publisher had tried 
to sell my dealer friend on the idea of 
increasing sales and profits through news- 
paper advertising. “The only way to 
make advertising sell goods is to adver- 
tise merchandise at cut prices,” argued 
the feed dealer. He had early learned 
the folly of price-cutting and the last 
thing he would do was to advertise cut 


_ prices. 


One day, he weakened! The newspaper 
publisher sold my friend a whole series 
of advertisements to be run one a week. 
The advertisements were written in a 
newsy style. They were just the kind 
of interesting paragraphs people like to 
read. 

The first advertisement appeared. Then 
the second and third. Not a customer 
mentioned the advertising and not a new 
customer was brought in as a result of 
this money expended. 

Keep on Advertising 

“It’s just like I figured it would be,” 
said the dealer when the bill for the first 
advertisements was presented. “It simply 
doesn’t pay.” = 

“Just keep it up a while,” urged the 
publisher. “One of these days you will 
have two or three new customers come 
in and buy some feed as a direct result 
of these advertisements.” 


And that is just what did happen. Three. 


new customers came in one day and 
frankly admitted that the advertising had 
brought them. 

Advertising as a Service 

The local paper is used to good advan- 
tage by W. S. Reister & Sons at Wash- 
ington, Ia. This old established concern 
has a little different idea about feed ad- 
vertising than most dealers. The mes- 
sages are prepared with extreme care. 
Only the most reliable and practical sug- 
gestions are presented. Much of the copy 
is based on poultry markets, supplies, 
current demand and recommendations as 
to what to feed and what to sell. 

Through such advertising, the Reister 
folks have built up a splendid following. 
Poultry raisers look to Reister’s for tips 
on feeding, culling and marketing. During 
these past few years when feed has been 
scarce, farmers have accepted the ideas 
and suggestions offered by Reisters. Ad- 
vertising of this type has opened the gate 
for feeds sold by this dealer. 

One of the most successful and original 
feed dealers in Iowa, was the late J. H. 
Warren. He also ran newsy advertise- 
ments in the local paper. It paid him in 
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“Soon as I get ’em tied, you yell ‘sooie’ and we'll see some fun!” 


a big way. Mr. Warren fo'lowed the 
plan of incorporating actual “experience 
stories” in his advertising. If a farm 
woman told him something nice about 
his brand of starting mash the comment 
appeared in his advertising. If egg pro- 
duction stepped up rapidly on a farm due 
to feeding his laying mash, the poultry 
raiser was apt to tell Mr. Warren and 
this would be mentioned in an advertise- 
ment. People found his advertisements 
as interesting as the news columns. 

Don’t Overlook Classifieds 

The other day, I visited a couple of 
hours with a prominent advertising man. 
He owns a daily newspaper in a little 
town. In addition, he operates a success- 
ful advertising service. His experience has 
given him a pretty good general idea of 
the feed business as well as other lines 
of retail business. 

“The average merchant passes up the. 
finest business builder of them all,” he 
said. “Most newspapers have classified 
advertising sections—For Sale, For Rent, 
Swap and other headings. Surveys we 
have made show that nearly everyone in 
a country community reads these little 
classified advertisements. The cost to 
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the advertiser is so small it is hardly 
worth mentioning, yet these little adver- 
tisements produce RESULTS. The feed 
dealer who passes up the Classified Ad- 
vertising opportunities is simply passing 
up profits.” 

Coupons for Samples 

Many of the big, successful paint man- 
ufacturers use a merchandising idea which 
I believe might well be borrowed with 
profit, by feed dealers. I refer to the 
little coupon which frequently appears 
7 newspapers, reading something like 
this: 

BRING THIS COUPON 
AND 10c 
TO OUR STORE AND RECEIVE 
A CAN OF BLANK’S PAINT 

This little stunt brings a lot of people 
to dealers’ stores. It gets new customers 
started using this or that particular brand 
of paint. A good many times, this little 
ten cent “sample” results in real paint 
orders for house or<all farm buildings. 

A generous “sample” of starter, mash 
or even pet foods might well be offered 
by feed dealers on such a coupon plan. 
This is another way in which the use of 

(Continued on Page Thirty-six) 
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NOW OFFER YOU 


The Most Complete and Fastest Service 
In the Middle West 


STRAIGHT OR MIXED CARS 


WHEAT FLOUR...RYE FLOUR... BREAKFAST FOODS...MILL FEEDS... 
| POULTRY MASHES...CONCENTRATES...HORSE FEEDS...HOG FEEDS... 


CALF MEAL... DAIRY RATIONS ... HEN and CHICK SCRATCH ... FINE 
GROUND BARLEY...PULVERIZED OATS. 


BULK, BULK HEADS and SACKED GRAINS ... MEAL FEEDS... OYSTER 
SHELLS...VITAMIN OILS...DRIED MILK... MOLASSES. . .CHARCOAL 
WRITE, WIRE or CALL US for PRICES. 


Manufacturers of 


FEEDING OATMEAL...FEEDING ROLLED OATS...OAT FEED 


NEW POLLES MILLS co. 


NEW RICHMOND WISCONSIN 
SINCE 1887 
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Feed Manufacturers 


Approve New Set-up 


Of Association 


ALPH M. FIELD, Chicago, IIl., 
R was elected president of the Amer- 

ican Feed Manufacturers associa- 
tion under the revised set-up of the or- 
ganization which was approved at the 
annual convention held at the Homestead 
hotel, Hot Springs, Va., June 10-11. 

Under the new arrangement the chair- 
man of the board of directors will serve 
as the ranking officer. The man chosen 
for this position was A. F. Seay, Purina 
Mills, Inc., St. Louis, Mo. C. C. Lewis, 
Park & Pollard Co., Buffalo, was elected 
vice chairman and Warren Anderson, 
Milwaukee, treasurer. Nearly 300 dele- 
gates attended the convention. 

Advantages of New Set-up 

The revision of the constitution and 
by-laws of the association was submitted 
to members in a mail poll several months 
ago and final approval was voted at the 
convention. The plan of the revised set-up 
doesn’t change the authority or the 
responsibility of the chief salaried officer; 
it merely changes the public front. The 
man with the title of president is able 
to carry the association’s affairs before 
any body or official group without the 
vulnerability attached to a representative 
of a private concern. Instead of electing 
a president each year from the member- 
ship, the revised plans call for the elec- 
tion of a chairman of the board of di- 
rectors who presides at association and 
board meetings and to whom the presi- 
dent reports. 

Mr. Field has served as executive vice 
president of the association for several 
years and is thoroughly familiar with 
the details and activities of the organiza- 
tion. 

The convention opened in the scenic 
surroundings of Hot Springs with an ad- 
dress by H. L. McGeorge, Royal-Stafolife 
Mills, Memphis, Tenn., retiring president 
of the organization. Mr. McGeorge’s talk 
is published on page 23 of this issue of 
The Feed Bag. This was followed by the 
annual reports given by Mr. Field, execu- 
tive vice president and Mr. Anderson, 
treasurer. 

Feed Control Discussion 

L. S. Walker, Burlington, Vt.. presi- 
dent, Association of American Feed Con- 
trol Officials, complimented the manufac- 
turers for their cooperation in feed 
control work and legislation. He reviewed 
the feed situation in his local state, Ver- 
mont, and predicted a continual increase 
in the feed business. 

“You people,” he said, “are the pro- 
ducers of commercial feeding stuffs. Our 
part is to see that what you make holds 
up to guarantee. To do this, we must 
have laws. A feeding stuffs law is worth- 
less if it cannot be enforced. Its purpose 
should be useful, a betterment to the 
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community or state and of value to the 
manufacturers. Its cost of enforcement 
should be commensurate with the value of 
the results obtained. This cost is paid for 
by the manufacturers, who in turn pass 
it along in the price of the feed. Conse- 
quently, the farmer, in the long run, is 
paying for the inspection, and he should 
receive protection as well as better feeds. 

“On January 1, 1937, according to the 
statisticians of the United States depart- 
ment of agriculture, there were 430,000 
head of cattle and calves in Vermont, 
valued at over $23,000,000. There were 
296,000 cows and heifers for milk, two 
years old or over; 46,000 horses; 24,000 
sheep and lambs; 30,000 hogs and pigs, 
and about 75,000 of poultry and turkeys. 
This livestock and poultry must be fed 
and you know as well as I do that it 
takes a large quantity of feed to do it.” 

Feeds Registered in Vermont 

“For the past 14 years, the feed manu- 
facturers and brokers of the United 
States and Canada have registered 9,314 
brands of feeding stuffs in Vermont. This 
represents $186,280.00 in fees, or on the 
average, $13,305.00 per year. 

“In 1923 when the present law was 
passed, there were 125 manufacturers 
who registered 366 brands, over half of 
which were crude stock materials and 
only about 45 per cent of which were 
proprietary feeds. In 1936, there were 
194 manufacturers who registered 827 
brands, of which one-third were crude 
stocks and two-thirds proprietary. During 
this period the proportion of stock, horse, 
calf, hog and scratch feeds has remained 
about the same, whereas that of dairy 
and poultry mash feeds has nearly dou- 
bled. In other words, 14 years ago, about 
14 per cent of brands were dairy feeds 
and 10 per cent were pou'try mashes. In 
1936, 21 per cent were dairy feeds and 
22 per cent were poultry mashes. This 
shows that the tendency has been toward 
proprietary feeds, due probably to attrac- 
tive advertising, experimental evidence, 
improved manufacturing processes. better 
salesmanship and to the demand for spe- 
cial-purpose feeds. 

Gives Talk on Proteins 

Dr. R. M. Bethke, department of an- 
imal husbandry, Ohio agricultural experi- 
ment station, Wooster, Ohio, presented 
an interesting talk on proteins which was 
commended for its practical value by the 
manufacturers. 

“Tt is,’ he said, “the amino acid con- 
tent of the proteins that primarily deter- 
mines their ‘quality’. The ultimate limit 
to the value of any protein or food or 
ration in covering the protein require- 
ments of animals is the amino acid con- 
tent. Thus the nearer the composition of 
the protein in a feed resembles that in 


A. F. SEAY 


Mr. Seay, Purina Mills, Inc., is the new chair- 
man of the board of directors of the American 
Feed Manufacturers association under the revised 
constitution and by-laws of the organization ap- 
proved at its recent convention. 


the animal being fed, the better is said to 
be its quality. Hence, a quantitative study 
of the composition of the feed material 
with respect to its constituent amino 
acids will reveal, in part, its value as a 
protein. 


“Many of our common feeds contain 
too small amounts of one or more of 
the essential amino acids to produce good 
results when used as the only source of 
protein. On the other hand, a few feeds 
such as milk, meat and fish supply the 
various amino acids in very nearly the 
proper proportions for complete utiliza- 
tion. Fortunately, the feeds that have 
proteins of poor quality are not all de- 
ficient in the same amino acids. For this 
reason, the proteins in two feeds each of 
which furnishes poor quality protein 
when fed alone, may supplement each 
other to a marked degree. For example, 
it has been pointed out that the proteins 
of corn are low in lysine and tryptophane, 
two of the essential amino acids. The 
animal protein tankage, on the other 
hand, carries lysine and _ tryptophane. 
Thus, theoretically, the addition of tank- 
age to corn should make for a marked 
improvement, which is borne out by prac- 
tical observations and experimental re- 
sults. 

Heat Improves Proteins 


“In certain instances, a certain amount 
of heat actually improves the nutritive 
value of the protein. A classical example 
is the protein of soybeans. Workers at 
different institutions have repeatedly ob- 
served that ground soybeans or raw-tast- 
ing soybean oil meals do not serve as a 
satisfactory source of protein to the 
cereal grains and their by-products for 
swine and poultry. On the other hand, 
the substitution of cooked soybeans or a 
well-processed meal with a nut-like flavor 
in the same rations made for marked 
improvement. 

(Continued on Page Thirty) 
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lowa Finance Plan Permits Dealer 


To Keep Capital Working 


@ Operation of System Explained in Detail 


adopted by the Independent Feed 
Dealers of Iowa for financing pur- 
chases made by farmers on credit has 
been manifested since it was first an- 
nounced and subsequently put into effect. 

A separate organization known as the 
Feed Dealers Finance Corp., has been 
formed and is now functioning and many 
other feed trade associations are watching 
the movement with a view of adopting it 
in their own territories. 

Here is the Iowa plan presented in 
complete detail: 

Purpose of the Finance Plan 

The Feed Dealers Finance Corp. is an 
lowa corporation organized under the 
laws of this state and duly authorized and 
qualified to do business. The corporation 
was organized at the request of members 
of the Independent Feed Dealers of Iowa. 
There has been a growing demand among 
these independent feed dealers for a plan 
which would permit them to sell feed to 
farmers and feeders on credit. To meet 
this need the Feed Dealers Finance Corp. 
was organized. 

The officers and directors of the Feed 
Dealers Finance Corp. are all members 
of the Independent Feed Dealers of Iowa, 
and all of them are connected with the 
manufacture or sale of feeds and associ- 
ated products. 

Who May Use the Plan 

Any reliable feed dealer in Iowa who 
is a member of the Independent Feed 
Dealers of Iowa may use the finance plan 
so long as he submits paper which is 
acceptable to the finance corporation and 
follows the necessary requirements. The 
finance corporation will not buy the 
paper of any feed dealer who is not a 
member of the Independent Feed Dealers 
of Iowa. 
What May Be Financed 

The finance corporation will buy the 
paper of any feed dealer qualified under 
this plan, regardless of the type of feed 
which is being sold on credit, so long as 
the purchaser of the feed is responsible 
and the requirements of the corporation 
as to the form in which the loan must be 
made are complied with. It is the inten- 
tion to finance the selling of the usual 
commercial feeds including all standard 
commercial feeds, mixed feeds, mash, 
bran, tankage, and all similar products. 

How the Plan Operates 

To use an illustration to show how the 
plan works and what the dealer should do 
to get the papers filled in to be sent to 
the finance corporation, let us suppose a 
feed dealer has made a sale of feed to a 
farmer from which he wishes to realize 
$50.00 for himself. By looking in the 
folder containing the finance charges 
which is furnished it is easy to ascertain 


W interest in the plan 
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the amount of the charges made by the 
finance corporation if it purchases such a 
note. The amount of charges in this in- 
stance would be $4.40. Therefore, the 
feed dealer may properly add this finance 
charge to the amount for which he is 
going to sell the feed and make the price 
to the farmer $54.40. 

The farmer must sign the promissory 
note which is furnished by the finance 
corporation and which is attached at the 
bottom of the first copy of the chattel 
mortgage. If the farmer is a married man, 
his wife should sign the note with him if 
her signature can be readily obtained. 

The Chattel Mortgage 

The farmer must next sign the chattel 
mortgage which is furnished by the 
finance corporation. In filling in the chat- 
tel mortgage the following steps should 
be followed: 

1. The chattel mortgage form is in 
three copies. All three of these copies 
must be signed by the purchaser of the 
feed, and his wife’s signature should be 
obtained if possible. After the farmer has 
signed the chattel mortgage on all three 
copies his signature (and the wife’s signa- 
ture if she has signed) must be ackowl- 
edged by a notary public on two of the 
copies. 

2. The legal description of the real 
estate on which the property being mort- 
gaged is located must be accurately given 
in the chattel mortgage. (This description 
can often be found on the farm lease.) 

3. The kind of property that is being 
covered by the chattel mortgage must be 
definitely and accurately described. If 
more than one kind of property is being 
covered by the mortgage, all of the kinds 
must be described. The description of the 
property mortgaged must be specific 
enough to permit the property to be 
identified from the description that is 
given. 

4. If the purchaser of the feed is a 
tenant farmer the landlord should sign the 
landlord’s waiver on the back of the chat- 
tel mortgage, The finance corporation will 
in some instances waive this requirement, 
but if the landlord is in the vicinity and 
his signature can be obtained, then he 
should be asked to sign the landlord’s 
waiver so as to permit the tenant farmer 
to buy the feed and to give the chattel 
mortgage on his property, which will be a 
first lien. 

Purchaser’s Statement 

The farmer, or purchaser of the feed, 
must then fill out and sign the Purchaser’s 
Statement, the form of which is furnished 
by the finance corporation. , 

It is important that the questions 
asked on the Purchaser’s Statement be 
fully and completely answered. It is 
necessary that the finance corporation 


have this information in deciding whether 
they will purchase the note and chattel 
mortgage from the feed dealer. If this 
information is not fully given, the finance 
corporation will not be able to determine 
whether they will buy the note and mort- 
gage, and it will have to be returned for 
additional information to be furnished. 
It is important that the debt be amply 
secured. 

All hogs must be vaccinated. In the 
event you take a mortgage on sows and 
increase the feed purchaser must agree 
to vaccinate the pigs when the proper age. 

The Dealer’s Report 

The feed dealer next fills in the Deal- 
er’s Report, which is printed on the back 
of the Purchaser’s Statement, and which 
is furnished by the finance corporation. 

The information given by the feed 
dealer on this form must be fully and 
completely filled in. It is necessary that 
the finance corporation have this infor- 
mation in passing upon the purchase of 
the note and chattel mortgage, and the 
dealer can save time and money by seeing 
that this information is furnished so that 
it will not be necessary for the finance 
corporation to return the papers because 
of mistakes or because they are not com- 
pletely filled out. 

After the note and chattel mortgage 
and the Purchaser’s Statement and the 
Dealer’s Report have been filled in and 
signed, the dealer must endorse the prom- 
issory note on the back on the line pro- 
vided for this purpose. 

The papers are now ready to be sent 
to the finance corporation. The dealer 
does not send all three copies of the 
chattel mortgage in but sends only the 
first two copies where the signature of the 
purchaser was acknowledged before the 
notary public. The third copy of the 
chattel mortgage is to be kept by the feed 
dealer so that he will have a record of the 
sale and the loan which is being financed. 
The feed dealer should send to the finance 
corporation the following papers when 
properly filled out: 

1. The promissory note endorsed by the 
feed dealer. 

2. Two copies of the chattel mortgage. 
both signed by the purchaser and ac- 
knowledged before a notary public. 

3. The Purchaser’s Statement filled in 
by the purchaser of the feed and signed 
by him. 

4. The Dealer’s Report, which is on the 
back of the Purchaser’s Statement filled 
in by the dealer and signed by him. 

When these papers are received by the 
finance corporation they wi!l be examined 
to ascertain if they are in proper form 
and if the loan is of a character which the 
finance corporation is willing to purchase. 

(Continued on Page Twenty-eight) 
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Wise Poultrymen keep their flocks healthy by using 
feeds that contain KRACO DRIED CHEESE WHEY, made 
by Kraft. Essential also for growth and hatchability. 


@ Cheese Whey is extremely valuable in feeds, because it com- 
bines the ¢wo elements most essential for flock health—for preven- 
tion of nutritional diseases such as pellagra and paralysis and 
infectious diseases such as coccidiosis. 

These two essential elements, found abundantly and economic- 
ally in Kraco Cheese Whey, are Vitamin G (Lactoflavin) and Lactose. 

It is not only important to have doth of these elements, but to 
have them in sufficient quantities. Vitamin G (Lactoflavin) is abso- 
lutely essential for growth and hatchability. Lactose (milk sugar) 
is essential for intestinal health and prevention of harmful parasites. 

Scientists at Cornell and other universities made these impor- 
tant discoveries about Whey in actual feeding tests. 

For bigger profits, be sure that your starting, growing and lay- 
ing mashes contain enough KRACO, the superior Dried Cheese 
Whey made by Kraft. 


“YES ... BUT BE SURE IT’S 
DRIED CHEESE WHEY... 
ASK FOR KRACO! 


MAIL THIS COUPON for latest scientific data 


Insist upon 
KRACO 
for these 
2 reasons: 


] Higher Hatchability, 
Greater Growth — because 


of Kraco’s abundance of 


Vitamin G (Lactoflavin). 
There is no substitute for 
this milk ingredient in 
poultry mashes. 


2 High Lactose Content 
promotes intestinal health, 
keeps out parasites (cocci- 
diosis control). 

In addition, the filtrate 
factor contained in Kraco 
insures freedom from chick 
pellagra. - 


Kraft-Phenix Cheese Corporation, Dept. FB-6, 400 Rush Street, Chicago 
I would like to receive the latest scientific data on Dried Cheese Whey. 


DRIED CHEESE WHEY (gz 


LACTOSE | Address 
ABUNDANT LACTOFLAVIN City 
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Sell This Big Summer Special on 


SARGENT 


YEAST CULTURE 


CONCENTRATE 


A 
RED HOT 
SPECIAL 


at only... 


Keep Your Cash Register 


YEAST CULTURE SWEEPING COUNTRY! 
With corn prices sky high, more and more farmers 
are using the culture method of feeding home grown 
small grains. The heavy crop of oats just coming in 
makes yeast culturing doubly attractive, and the $1 
Economy Bag of Sargent Yeast Culture Concentrate 
gives every farmer a chance to try this method at a 
small cost that he will be glad to pay. 


ARGENT & COMPANY 
Des Moines, lowa 


Gentlemen: 


Rush me full informetion about Special Deal on your $1 
Economy Bag of Sargent Yeast Culture Concentrate, and 


| 

| the story of Culture Feeding. 
: 


PER BAG 
8% |b. 


Bum 


SARGENT 
YEAST CULTURE 
CONCENTRATE 


YOUR PROFIT 


40c to 50c 


Ringing All Summer Long! 


New Economy Package of Sargent Yeast Culture 
Concentrate—sold only through dealers—12 times 
easier to sell than large lots of yeast. New package 
is just the item for the large and small feeder. It 
gives the large feeder a chance to test yeast culture 
concentrate economically—gives the small feeder and 
poultrymen a chance to use Yeast Culture Concen- 
trate for the first time. 


Special Ad Helps! 


Radio, newspaper, direct mail fold- 
ers and circulars will help you sell 
the new special $1 bag of Sargent 
Yeast Culture Concentrate. Radio 
advertising now starting. 


1 

4 

1 Bag Feeds 20 Pigs! 
a | $1 bag of Sargent Yeast Culture 


Concentrate is enough to feed 20 
pigs through a 10-day test and will 
produce an approximate gain of 300 
lbs. for 25 bushels of ground oats. 
One pound, properly prepared, is so 
rich it will easily handle 100 pounds 
of ground feed. 
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McGeorge Praises 
National Feed Week 


Celebration 


OU who in the past gave so gener- 

ously of your time, money and 

thought and unselfish services are 
among those who in the earlier days 
helped to lay those rugged corner stones 
upon which our association is rising to 
heights of greater usefulness and service 
to a great industry. 

Then as now we as members are en- 
gaged in individual businesses. We work, 
worry, plan, strive, compete and pray for 
our own personal advancement and suc- 
cess, yet we must realize that collectively 
we are units working together for the 
advancement of a great industry. Upon 
us rests a great responsibility—that of 
furnishing efficient feeds for that bulwark 
of our national life, the American feeder. 
Those who would exploit him should have 
no welcome in our midst. 

Feed Merchandising Council 

From the point of view of an industry, 
the people it serves and their welfare, we 
must continue to concern ourselves with 
those certain simpler rules that have been 
designed to free us of many of the haz- 
ardous and speculative practices common 
in the industry less than a dozen years 
ago. I refer to the National Feed Mer- 
chandising Council Agreement. 

The agreement or plan as it is known 
to you was adopted by the industry in 
1930. Its purpose was to eliminate the 
selling of feed on terms guaranteed 
against price decline, the curtailing of 
long term booking periods, provisions for 
extension of contracts and the collection 
of carrying charges. Its influence in the 
past has been far reaching and countless 
millions have been saved the industry, 
its patrons and investors. 

Research and Education 

A most important function of the as- 
sociation has been the work of the two 
committees created three years ago. I 
refer to the committee on research and 
education and to the committee on defini- 
tions and contacts with feed control 
officials. 

Evidence of the fine work of the com- 
mittee on research and education comes 
to you throughout the year in the form 
of reviews and extracts from scientific 
and experimental data in the nutritional 
field reported by research workers on 
farms and in the laboratories throughout 
the world. I know of no one single thing 
that has been done that exceeds in popu- 
lar response this new phase of association 
service. 

Our committee on definitions and con- 
tacts with feed control officials had its 
first opportunity to function last Decem- 
ber during the meeting in Washington of 
the Association of Amercian Feed Con- 
trol Officials. This committee proved help- 
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ful to the officials and their investigators 
in several instances. Proof of this was 
publicly expressed at the meeting by one 
of the investigators who said, “we are 
glad that the feed manufacturing industry 
has such a working committee to whom 
the officials may turn for information on 
subjects of mutual interest.” 
Praises National Feed Week 

This coming October the entire feed 
industry will join in the observance of 
National Feed Week. The enterprising 
editor of one of our popular trade papers, 
David K. Steenbergh, is responsible for 
having taken the initiative in sponsoring 
this celebration which is designed to 
stress the importance of the feed business 
in all its phases. Its ultimate aim is to 
make the American people conscious of 
the service this great industry renders to 
American agriculture. This is a most 
worthy venture. It is deserving of your 
cooperation and Editor Steenbergh is to 
be congratulated. 

Too many people in America, some of 
them occupying high places in our na- 
tional and state affairs who have to do 
with that nebulous thing called agricul- 
tu-e, are prone at times to regard the feed 
manufacturing business and many other 
processors of farm products as a parasite 
and not a part of agriculture. Such views 
as they refer to the feed industry can 
come only from the uninformed or from 
those who hide their real opinions behind 
a cloak of demagoguery. 

Benefit to Agriculture 

The American farmer, on the one hand, 
is enriched by the feed manufacturing 
industry through its vast purchases of 
American farm products. Thousands of 
farmers look to the feed industry for bal- 
anced rations that in many instances are 
fed as supplements and _ concentrates 
along with the farmer’s’ home raised 
products to the end that more efficient 
and economical results are obtained. The 
American feed manufacturer is expressing 
in practice the scientific findings and 
theories that come from research workers 


‘on our experimental farms and in our own 


laboratories as well as those of our state 
colleges and universities and other insti- 
tutions engaged in that alluring and con- 
stant search of food elements and their 
combinations that form the balanced ra- 
tions of America’s livestock and poultry 
population. 

Our knowledge of nutrition and our 
ability to measure accurately the value 
of feedingstuffs and the flexibility under 
lawful procedure that is granted us to 
substitute one ingredient for another in 
our feeds where there is no lowering of 
prescribed standard are contributing fac- 
tors that serve as corrective measures 


Ht. L. MeGEORGE 
Mr. McGeorge, Royal Stafolife Mills, Memphis, 


Tenn. and retiring president of the American 
Feed Manufacturers association, delivered the 
address published herewith at the annual conven- 
tion held recently at Hot Springs, Va. 


against the forces of high feed prices that 
are at times caused by scarcity. This 
weapon of substitution when properly 
used is one of the great protective forces 
that serves to guard the American feeder 
against scheming profiteers who through 
price fixing collusions would exploit him. 

These things and many more too 
numerous to mention here are only ex- 
amples to show you that in fact this in- 
dustry is truly a fundamental and vital 
part of agriculture and not by any means 
a parasite on it. 

Value of Association 

I do not contend that merely belong- 
ing to the American Feed Manufacturers 
association and attending its conventions 
will help either the individual or the in- 
dustry. I do believe, however, that the 
feed manufacturer who belongs and who 
recognizes its purpose and its actual and 
potential value to him will find the grades 
less steep and the top lands of easier ac- 
cess. He will march confidently with the 
parade instead of tagging along wandering 
where it is going. He will help to mould 
his own and his industry’s future instead 
of taking whatever someone else will give 
him. 

We have a great, essential, respectable 

industry. Its progress in the past ten or 
15 years has been tremendous. We have 
actual'y added substantially to the knowl- 
edge and security of the world by our 
achievements. But the best is yet to come 
and organization, mutual confidence and 
respect and self respect will take us 
farther and faster over a smoother road. 
I believe every feed manufacturer should 
keep this idea in his thoughts every day 
and let it guide his actions. 
e J. A. HASS, manager of the Door 
County Produce Co., Sturgeon Bay, Wis.. 
since 1929, has pu-chased the firm and 
is operating it as the Door County Pro- 
duce. 
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@ Real costs are measured in terms of results. Your feed is worth just what it 
will produce—no more. Extensive experiments have definitely proved that 
dry skim milk produces more pounds of gain at less feed per pound. Here 


are authentic figures. The rations used were all of the same protein content. 


Pounds Feed to Produce a Pound of Gain 


Basal ration plus To 8 weeks To 14 weeks 
the following supplements: of age of age 
5% alfalfa ..... iim 3.59 
214% dry skim milk .... 2.74 3.55 
5% dry skim milk ..... 2.60 3.59 
744% dry skim milk .... 2.50 3.29 

5% alfalfa plus 

214% dry skim milk .. 2.52 3.20 
(Above figures are on the total ration basis) 


To 22 weeks 


of age 


9.35 
5.11 
5.16 
4.72 


4.50 


@ Most all good feed ingredients are high in price. Dry skim milk prices have 
declined and supplies are adequate. The way to cut costs in developing pul- 
lets is to increase feed efficiency. The use of dry skim milk—enough of it 


in the ration—decreases the amount of feed necessary to make a unit of 


gain in weight and produces a faster gain! 


@ There is NO substitute for dry skim milk results. 


American Dry Milk Institute, Ine. 
Desk 764, 221 N. La Salle St.. Chicago. Ill. 
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National Feed Week Plan Endorsed 


By Northwest Association 


@ Ledine Elected President at Minneapolis Meeting 


ATIONAL Feed Week, which is be- 
N ing sponsored by The Feed Bag 

from October 11-16, was officially 
endorsed by the Northwest Retail Feed 
association at its annual meeting at Min- 
neapolis, June 2-3. A great deal of interest 
was shown in the idea and cooperation 
was pledged by the more than 100 mem- 
bers who attended. 

Many inquiries were made by dealers 
regarding the operation of the honor roll 
system of the Central Retail Feed as- 
sociation as a means of curbing direct 
selling and a majority of those present 
suggested that some such system be adopt- 
ed by the Northwest Retail Feed associa- 
tion. W. D. Flemming, secretary of the 
association, was instructed to obtain all 
available information on the plan. 

Ledine Elected President 

The convention, which was the most 
interesting and best attended in the his- 
tory of the organization, was climaxed by 
the election of W. L. Ledine of the Bethel 
Feed and Produce Co., Bethel, Minn., to 
the presidency to succeed John Heyer- 
holm, Triple S feed mill, Northfield, Minn. 

New directors elected were C. H. Har- 
vey, Winona Flour and Feed Co., Winona, 
Minn.; H. R. Spies, Spies Milling Co., 
Preston, Minn., and I. L. Tobias, Pipe- 
stone Grain Co., Pipestone, Minn. L. N. 
Schmidt, Rollingstone, Minn., and Nor- 
man Johnson Farmers Elevator and Mer- 
cantile Co., Owatonna, Minn., retired as 
directors. 

Those re-elected to the board of di- 
rectors were Ben A. Jaenisch, Big Ben 
Feed Co., Fergus Falls, Minn.; G. W. 
Brisbin, Brisbin’s Feed Store, Willow 
River, Minn.; I. J. Mueleners, Muelener’s 
Feed and Fuel Co., Plato, Minn.; H. L. 
Brings, Brings & Co., St. Paul; E. J. 
Houle, E. J. Houle Co., Forest Lake, 
Minn.; W. C. Stephan, Frederic Milling 
Co., Frederic, Wis., and Rudolph Emer- 
son, Farmers Elevator Co., Wanamingo, 
Minn. Mr. Houle, Mr. Stephan and Mr. 
Emerson are ex-presidents of the associa- 
tion who act only in an advisory capacity 
and have no vote. H. L. Brings was 
clected vice-president of the board of 
directors. 

Bowden on Legislation 

Speakers from all branches of the feed 
industry appeared on the two-day pro- 
gram. Ray Bowden, executive vice pres- 
ident of the Grain and Feed Dealers 

National association, St. Louis, dealt 
with the important problem of national 
legislation affecting the feed and grain 
industry. 

Mr. Bowden cited the senate bill which 
would limit the size of trains and would 
in all probability necessitate an advance 
of 10 per cent in freight rates. He 
criticized the theories behind this type 
of legislation and also the proposed new 
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Concord Mills, Markham, Penn., operated by S. W. Hill for many years is one of the oldest 
in the country, dating back to 1870. Despite the tradition which surrounds it the mill maintains 
a modernistic note, keeping trend with up-to-date merchandising, display and plant layout. 


NRA measure now in congress which 
would regulate wages and hours. 

“There is no basis for placing a feed 
store employe in the same class with a 
worker on the assembly line of a large 
motor plant,” Mr. Bowden said. “Setting 
a wage and hours the same for both 
would not be fair since the work of each 
is entirely different and the jobs have 
nothing in common.” 

George Schaaf, Schaaf’s feed store, Des 
Moines, Ia. explained the functions of the 
Feed Dealers’ Finance Corp. of lowa. 
This financing organization is sponsored 
by the Independent Feed Dealers asso- 
ciation of Iowa of which Mr. Schaaf is 
secretary. 

Trade Practice Law 


Another speaker was W. G. Gunn of 
the Minnesota attorney generals office. 
He talked on fair trade practice laws 
adopted at the last session of the Minne- 
sota legislature. He pointed out that al- 
though some parts of the act are diffi- 
cult to interpret, in general it prohibits 
discrimination in prices between sections 
of the state, provides for price mainte- 
nance agreements between manufacturers 
and dealers and prohibits any dealer from 
selling goods below cost for the purpose 
of injuring or destroying competition. 

Provisions are made in the law for de- 
termining cost of doing business and 
methods of bringing guilty dealers before 
the law. Those found guilty of violating 


the act are subject to fines ranging from 
$200 to $1000 or three months to one 
year in jail. 

Discusses Store Display 

Clarence H. Harvey, proprietor of the 
Winona Flour and Feed Co., Winona, 
Minn., spoke briefly on “Display as an 
Aid to Sales”. He emphasized the im- 
portance of being pleasant to customers, 
displaying goods attractively, thorough 
knowledge of products and cleanliness in 
the store. 

Dr. W. E. Peterson, dairy husbandry 
division, University of Minnesota, traced 
the progress in animal nutrition in recent 
years and discussed important points in 
the feeding of dairy cattle. 

Fred Holtby, T. E. Ibberson Co., Min- 
neapolis talked on “Facts on Building 
Feed Plants”. He cited the importance 
of planning carefully any building oper- 
ations. 

Resolutions adopted condemned direct 
wholesale selling to consumers, alleged 
freight discrimination on salt between 
various parts of the state, and trucker- 
peddlers and asked for rate revisions on 
mixed cars of feed. 


e THE J. H. WAKE feed and grain 
store, Oskaloosa, Ia., is rebuilding an 80- 
foot length of wall for feed and hay 
stalls. The new wall will be 18 feet high 
and 20 feet long and will cost approx- 
imately $1000. 


e250 


w . 
< 
| 
\ 


STRAT 
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Stratton Grain Cc 


ompany: Grain & Stock Exchange: 
‘ distributors for Clinton Gluten Feed, 
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| DAWE'S VITAMELK COMPANY 

Announced the Appointment 

a CHANGE MILWAUKEE 

A AS DISTRIBUTOR FOR MINNESOTA 

| WITH \MMEDIATE DELIVERY OF 

| VITAMELK DELIVERY pOINTS | 
fi TO BE ESTABLISHED IN KEEPING 

; | WITH THE CONST ANTLY INCREASING 

| DEMAND FOR VITAMELK- 

Clinton soybean Mee. 

S Meal, Black Granite Grits, offers money-s® 

\ Ns ALL yster Shells an rades of Grain. Set 
| 
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IN ADDITION TO MINNESOTA 
STRATTON GRAIN COMPANY IS ALSO 
DISTRIBUTOR FOR WISCONSIN: 


VITAMELK is available to Wisconsin Feed Mixers from five 


convenient points: 


STRATTON GRAIN CO. ALEX SINAIKO & SON MARSHFIELD MILLING CO. 
MILWAUKEE MADISON MARSHFIELD 


OSEN MILLING COMPANY WISCONSIN MILLING CO. 
DE PERE MENOMONIE 


Dealers can get quick, dependable service from these points. You may request delivery 
service or pick up with your own trucks. 


From the North, East, South and West . . . come fine reports from Wisconsin mixers . .. 
"VITAMELK is helping us make a better feed — our customers are getting excellent 
results — our demand is getting better every day!" 


Every feed man interested in increased profits from his feed business should get in 
touch with Dawe's Vitamelk Company, Chicago, without delay. 


VITAMELK A VALUABLE 


FRANCHISE FOR THE FEED 
MANUFACTURER AND A PROFIT 
BUILDER FOR FEED DEALERS 


1. VITAMELK contains, replaces and 
improves upon milk powders, cod-liver 
oil, yeast, and any partial vitamin sup- 
plement which you may be using at 
present in your feeds. 


2. When you use VITAMELK in your 
feeds, you supply them with easily as- 
similable organic iodine. 


3. VITAMELK supplies all of the Vita- 
mins (A, B, C, D, E, and G) in concen- 
trated and protected form. It gives 
you a better balance of rare minerals 
and supplies other food values which 
means a more perfectly balanced feed 
from every angle. 


4. VITAMELK supplies 34 inventories 
all in one bag, thus helping to cut down 
your investment in stocks and making 
the mixing job easier. 


5. As the feed mixer in your commu- 
nity with exclusive mixing-rights on 
VITAMELK, you have available, with- 
out cost, a carefully planned Advertis- 
ing and Selling Program — featuring 
YOUR FIRM NAME — YOUR BRAND 
NAME! 


KNOW YOUR VITAMINS! Get your 
free copy of "The Vitamin Book." It 
tells the whys and wherefores of vita- 
min-feeding in non-technical language. 
Write for yours today. No obligation. 


DAWE’S VITAMELK COMPANY 


4800 SOUTH RICHMOND 
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How Feed Dealers Get Money 
Through Finance Plan 


(Continued from Page Twenty) 

If the papers are in proper form and the 
finance corporation is willing to purchase 
them, it will immediately deduct $4.40 
which is the finance charge, from the face 
of the note which in our illustration is 
for $54.40. After deducting the finance 
charge the balance then remaining will 
be $50.00. 

The finance corporation will then de- 
duct 10 per cent from this remaining 
$50.00, or $5.00, and this $5.00 will be 
set up in the reserve fund against possible 
contingent losses upon this loan. The 
remaining balance of $45.00 will be sent 
immediately by the finance corporation to 
the dealer. When the note is paid, if there 
are no other notes submitted by this 
dealer, which the finance corporation has 
purchased, which are in default, the 
finance corporation will immediately re- 
mit to the dealer the 10 per cent which 
has been withheld in reserve, or the 
amount of $5.00 under the figures used 
in this illustration. This will complete the 
transaction so far as this loan is con- 
cerned and will be the procedure to be 
followed upon all notes submitted which 
the corporation is willing to buy. 

Sums May Be Varied 

In the illustration which we have given, 
we have assumed that the amount which 
the feed dealer wanted to realize for him- 
self from the sale price of the feed was 
$50.00, and to this amount we have added 
the finance charges. However, the feed 
dealer does not need to make a sales price 
of exactly $54.40. Assume for instance 
that the price which he makes on the feed 
is $58.00 and that the note of the farmer 
is taken for this amount. When this note 
is received by the finance corporation, if 
it decides to buy it, it would deduct the 
finance charges which would be $4.40 on 
a note of this size and this would leave a 
balance of $53.60. The corporation would 
then deduct $5.36, being the amount of 
the reserve, and would remit the remain- 
ing $48.24 to the dealer. When the loan 
was paid off if there were no other notes 
in default which had been purchased from 
this particular dealer, the corporation 
would remit the $5.36 reserve. 

Time Limit on Loan 

The finance corporation will not pur- 
chase any notes where the note runs for 
more than six months. Therefore, all notes 
must mature within six months or less 
before they will be acceptable to the 
finance corporation for purchase. 

Feed Purchaser’s Liability 

The purchaser of the feed, when he 
signs the promissory note, binds himself 
to pay the amount shown by the note 
according to its terms. By signing the 
chattel mortgage he places the mortgage 
upon the personal property that he de- 
scribes in the mortgage and which is 
covered by it. If the purchaser pays the 
note when it is due, the note will be 
cancelled and returned to him and the 
chattel mortgage released. 

In the event he should not pay it when 


it becomes due, the finance corporation 
has the right to extend the loan or renew 
it if it wishes to do so, and it also has the 
right to foreclose the chattel mortgage 
and sue upon the note. The obligation to 
pay is primarily that of the purchaser of 
the feed and the finance corporation will 
look in the first instance to this purchaser 
and endeavor to require him to pay the 
amount of the note which he owes if it 
becomes in default. 
Feed Dealer’s Liability 

The feed dealer, at the time he en- 
dorses the promissory note, when he sends 
it together with the papers to the finance 
corporation, thereby in effect guarantees 
the payment of the note when it becomes 
due according to its terms. It is, there- 
fore, to the interest of the feed dealer to 
make sales to purchasers who are finan- 


cially responsible and who can and will 
pay the amount of their notes when they 
become due. 

The finance corporation will endeavor 
to collect the amount of the various notes 
from the purchasers who have signed the 
notes originally and when any note is past 
due the finance coporation will do all that 
it reasonably can to collect the note from 
the purchaser who signed it. The finance 
corporation, however, has the right to 
demand payment from the feed dealer of 
any past due notes and in the event that 
the finance corporation cannot collect a 
note from the purchaser of the feed, who 
signed the note, it has the right to de- 
mand from the feed dealer, who has en- 
dorsed the note, that he pay it. Of course, 
if the feed dealer pays the note which the 
purchaser has not paid then he will be 
entitled to receive the note and an assign- 
ment of the chattel mortgage from the 
corporation and he can then proceed to 


collect the note from the purchaser of the 
(Continued on Page Thirty-three) 


FINANCE 


purchased by it. 


CHARGES 


The finance charges shown on the table below will be de- 
ducted by the finance company from the amount of any notes 


Total 
On Notes Ranging Finance 
from Charge 
$ 25to$ 50...... $ 3.75 
S0to 59...... 4.40 
69...... 5.20 
6.00 
89...... 6.80 
7.60 
100to 109...... 8.40 
9.20 
10.00 
130to 139...... 10.80 
140 to 149...... 11.60 
150to 159...... 12.40 
160to 169...... 13.20 
14.00 
180to 189...... 14.80 
199...... 15.60 
200 to 209...... 16.40 
Bee...... 17.20 
220 to 229...... 18.00 
230 to 239...... 18.80 
240to 249...... 19.60 
250t0 259...... 20.40 
260 to 269...... 21.20 


Total 


On Notes Ranging Finance 

from Charge 
$270 to $279...... $22.00 
280 to 289...... 22.80 
290 to 299...... 23.60 
300 to 309...... 24.40 
310to 319...... 25.20 
320to 329...... 26.00 
330to 339...... 26.80 
340to 349...... 27.60 
350to 359...... 28.40 
360 to 369...... 29.20 
370to 379...... 30.00 
380 to 389...... 30.80 
390 to 399...... 31.60 
400 to 409...... 32.40 
410to 419...... 33.20 
420to 429...... 34.00 
430 to 439...... 34.80 
440 to 449...... 35.60 
450 to 459...... 36.40 
460 to 469...... 37.20 
470 to 479...... 38.00 
480 to 489...... 38.80 
490 to 500...... 39.60 


pany and includ 


six months. 


The finance charge shown on the above table is the total charge made by the finance 
interest on the loan, expense of recording chattel mortgage, expense 
of releasing chattel mortgage, collection expense, including court costs, handling charges, 
office expense, and all charges for the finance of this paper. No other charges are made. No 
note will be purchased by the finance company which runs for a longer period than 
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YES have ever turned 
westward for new and better 
things; and from the west comes 


a truly quality product —Pecos 
Valley Alfalfa Meal. ; 


Expertly ground from Western : 
alfalfa that has flourished be- 
cause of abundant sunshine, 
water and fertile soil, it em- 
bodies all the traditions of 
vigorous richness for which our 
West is justly famous. 


} Write or wire for prices 


PECOS VALLEY ALFALFA MILD CO. 


HAGERMAN, N. MEX. 
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New Set-up Is Approved 


By Manufacturers 
(Continued from Page Nineteen ) 

“The question is frequently asked—is 
there a difference in the amino acid re- 
quirements of different animals and for 
different functions? It is entirely possi- 
ble that certain amino acids which are 
essential for growth may not be essential 
for the maintenance of a mature animal. 
In the break-down of protein tissues of 
the body, it might be assumed that the 
entire protein molecules are not com- 
pletely destroyed, but only certain amino 
acids or groups split off. Under such con- 
ditions, the requirements for maintenance 
would not involve the synthesis of entire 


proteins but only in replacing these sim- 
ple groups. The opinion of scientists dif- 
fer in this matter. Recent work, how- 
ever, indicates that the amino acid 
arginine is not essential for maintenance 
or slow growth but that it becomes an 
essential for normal or rapid growth. It 
is possible that some of the other amino 
acids which at present are not considered 
essential might become necessary com- 
ponents under conditions of maximum 
or optimum growth and production. These 
considerations remain for further study. It 
is generally agreed, however, that the 
amino acid requirements for milk and 
egg production are similar to those for 
growth.” 

The afternoon session was devoted to 
the qualifying round of the annual golf 


MORE THAN 


The Greatest Testimonial of Them All 


a. our hundreds of dealers 


old and new, who have made the 


best in our history, we extend 
our hearty appreciation. 


Year after year these splendid 
fertilizers have given good 
results. 


Faithful adherence to the prin- 
ciple of making honest goods has 
been rewarded by the apprecia- 
tion and confidence of thousands 
of the best farmers who have 


40 years. 
VIRGINIA-CAROLINA 


“24 Hour Service from Plant to Agent’’ 


1937 fertilizer season one of the 


been growing good crops with 
V-C Fertilizers for more than 


Attractive proposition for Agents. 


CHEMICAL CORP. 


East St. Louis, Illinois 
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tournament with many participating. 

R. S. Smethurst, Washington, D. C., 
assistant counsel, National Association of 
Manufacturers, opened the following 
morning’s session with a discussion of 
Washington Affairs. This was followed 
by an open forum discussion on “The 
National Feed Merchandising Council 
Agreement — Contracts and Bookings,” 
with C. A. Coddington, The Beacon Mill- 
ing Co., Cayuga, N. Y., presiding. Credit 
practices in the feed manufacturing in- 
dustry were also discussed with J. W. 
Keller, Pratt Food Co., Philadelphia, Pa., 
directing the session. 

An increase of 30 new members in the 
association was reported and credit for 
this work was given to W. D. Walker, 
Arcady Farms Milling Co., Chicago, 
chairman of the membership committee, 
and those who assisted him. Compliments 
were also paid to other Committees of the 
association for their excellent work during 
the past year. 

New Directors Elected 

Elected as directors of the association 
under the revised set-up were: H. E. 
Hammond, Charles M. Cox Co., Boston, 
Mass., for one year; H. Roy Eshelman, 
J. W. Eshelman & Sons, Lancaster, Pa. 
and O. A. McCrea, Pillsbury Flour Mills 
Co., Minneapolis, Minn., for two years; 
R. E. Barinowski, Feedright Milling Co., 
Augusta, Ga., W. P. Bomar, Bewley Mills, 
Fort Worth, Texas, J. W. Kel‘er, Pratt 
Food Co., Philadelphia, Pa. O. M. 
Straube, Nutrena Mills, Kansas City, 
Kan., E. T. Early, Early & Daniel Co., 
Cincinnati, Ohio, H. L. McGeorge, Royal- 
Stafolife Mills, Memphis, Tenn., and P. 
W. Chichester, Dietrich & Gambrill, Inc., 
Frederick, Md., for three years. 

Hold over directors are C. A. Codding- 
ton, Beacon Milling Co., Inc., Cayuga, 
N. Y.; J. B. DeHaven, Allied Mills, Inc., 
Chicago, Ill.; C. B. Fretwell, Spartan 
Grain & Mill Co., Spartanburg, S. C.; 
Ellis Hart, Golden Eagle Milling Co., 
Petaluma, Cal.; L. R. Hawley, Quaker 
Oats Co., Chicago, Ill; C. C. Lewis, 
Park & Pollard Co.. Buffalo, N. Y.; J. A. 
McConnell, Cooperative G. L. F. Mills, 
Ithaca, N. Y.; Searle Mowat, Larrowe 
Milling Co., Detroit, Mich.; A. F. Seay, 
Purina Mills, Inc., St. Louis, Mo.; W. D. 
Walker, Arcady Farms Milling Co., Chi- 
cago, Ill., and F. M. Wilson, Denver Al- 
falfa Milling & Products Co., Lamar, 
Colo. 

Resolutions were adopted at the close 
of the convention thanking the golf prize 
donors, the speakers and the trade papers. 
Tribute was paid to the memory of the 
late A. G. Winter, president of the old 
American Milling Co., A. B. Conkey, G. 
E. Conkey Co., Cleveland, Ohio; George 
Albers, Albers Bros. Milling Co., Seattle, 
Wash., and Dr. George Bidwell, formerly 
chairman of the executive committee of 
the association of Feed Control Officials. 


INDIANA MEETING 


The Indiana Grain Dealers association 
held its mid-summer meeting at Lake 
Wawasee, Ind., June 7 and 8, with a 
large crowd in attendance. A complete 
report of this convention will be pub- 
lished in the July issue of The Feed Bag. 
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Business Prosperity Reflected 
At Central Convention 


(Continued from Page Nine) 
Allied Mills, Inc., Fennimore, Wis. 

Ralph Smith, Purina Mills, Inc., St. 
Louis, Mo., substituting for R. G. Leavitt 
who was originally scheduled but unable 
to be present because of illness, opened 
the afternoon session with an illustrated 
talk on store layout and design. Excerpts 
from his address are published on page 
13 of this issue of The Feed Bag. 

Charles Van Horssen, Washburn-Crosby 
Co., Minneapolis, followed with an inter- 
esting discussion on vitamins which is 
also published on page 37 of this issue of 
The Feed Bag. 

Farm Buying Power 

The tremendous farm buying power in 
the Northwest created by the cow, the 
sow and the little red hen was depicted by 
Charles F. Collisson, farm editor, Minne- 
apolis Tribune, Minneapolis, in a talk 
illustrated with charts, which concluded 
the afternoon session. 

“Business in the Northwest is no longer 
subject to the ups and downs of crop un- 
certainties,” he said. “Wheat has ceased 
to be the measure of farm income and 
buying power. The new index is the but- 
terfat price because thousands of our 
farmers have learned that it is ‘time to 
milk.’ 

“The impressive total of $927,643,000 
is the 1936 cash farm income in the five 
northwestern states, Minnesota, Wiscon- 
sin, the Dakotas and Montana. Their 
combined gains are $113,040,000, or 13.8 
per cent. The nation’s gain is 11 per cent.” 

The $5.00 attendance prize at the be- 
ginning of the afternoon session was won 
by R. W. Corey, Osceola, Wis., and at 
the close the winners of $5.00 each were 
B. H. Barker, Ohio Salt Co.; Ray Markell, 
Standard Seed Co., Madison; Victor 
Kohn, Rib Lake Roller Mills, Rib Lake, 
Wis.. and Ed. Vandenburg, Freedom Grist 
Mills, Freedom, Wis. 

Banquet Packs ’Em In 

Climaxing a successful day was the an- 
nual banquet held in the evening with 
members of the Milwaukee Grain & Stock 
Exchange as the genial hosts. The crowd 
jammed all available space, including the 
dancing floor in the Crystal ball room 
of the hotel and the overflow had to be 
accommodated at tables hurriedly set up 
in the adjoining registration room. The 
crowd, without question, was the largest 
that ever attended a feed trade conven- 
tion. Ladies received embroidered hand- 
kerchiefs as a souvenir gift and many 
attendance prizes for both men and ladies 
were distributed through the courtesy of 
numerous firms. 

Tom G. Dyer, Sargent & Co., Des 
Moines, Ia., opened the following morn- 
ing’s session with an inspiring merchandis- 
ing talk entitled “The Early Bird Catches 
the Worm”. Highlights of this address are 
published on page 35 of this issue of The 
Feed Bag. 

The plan of financing purchases of 
feeds made by farmers on credit and which 
is now in effect in Iowa was explained by 
George Schaaf, secretary of the Inde- 
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pendent Feed Dealers of Iowa, Des 
Moines. Mr. Schaaf reported that the 
idea is meeting with success, although it 
is still in its infancy. One dealer, he said, 
had taken notes from eight farmers, clear- 
ing them through the finance corporation 
which has been set up for this purpose 
and all of them, representing about $10,- 
000 worth of business, have been paid by 
the farmers before the due dates. Many 
farmers, he also reported, have written to 
the finance corporation, asking which feed 
dealers they might contact to purchase 
feeds on the finance plan. 

A complete explanation of the Iowa 
plan and how it works is published else- 
where in this issue of The Feed Bag. 

R. W. Corey, Osceola, Wis., won the 
$10.00 cash attendance prize offered at 
the opening of the session and four other 
$10.00 prizes awarded at the close of the 
meeting were received by S. G. Sorenson, 
Tomah, Wis.; Albert J. Leider, Farmers 
Advancement Association, Brillion, Wis.; 
Ed. Vandenburg, Freedom Grist Mill, 
Freedom, Wis., and J. A. Hass. Door 
County Produce, Sturgeon Bay, Wis. 

P. M. L. Nelson, Hillsdale, Wis.; and 
Larry Hatzheim, Beaver Dam, Wis., each 
won a quarter ton of calf meal con- 
tributed by Don Mihills, National Food 
Co., Fond du Lac. 

The convention proper closed with the 
reading of the resolutions, a brief business 
discussion and the election of A. H. Rof- 
fers, Farmers Cooperative Produce Co., 
Marshfield, Wis.; W. N. Knauf, Knauf 
& Tesch Co., Chilton, Wis.. and J. A. 
Becker, William A. Becker Co., Monroe, 
as new directors of the association. 

The Blatz Brewing Co. furnished an 
appropriate setting for the dealers to bid 
each other farewell at a buffet luncheon 
served with beer at its plant. This enter- 
tainment was furnished through the 
courtesy of A. L. Klein, secretary of the 
company. 

Salesmens Club Meets 
Herman Deutsch, Deutsch & Sickert 


RAY B. BOWDEN 


Mr. B 


vice presid Grain & 
Feed Dealers National associati who spoke at 
the Central convention predicted a new govern- 
ment code for the feed industry. 


Co., Milwaukee, was elected president of 
the Salesmen’s club, an auxiliary of the 
Central Retail Feed Dealers association, 
at the annual meeting held June 7 at the 
Schroeder hotel, in connection with the 
Central convention. 

Mr. Deutsch succeeds Erich Engler, 
Teweles Seed Co., Milwaukee. Other of- 
ficers elected were: Austin Crook, Bay 
State Milling Co., vice president ; Herbert 
Goelzer, Corn Products Refining Co., 
treasurer; and David K. Steenbergh, The 
Feed Bag, secretary. 

It was voted at the meeting to continue 
the present schedule for dues which is 
$3.00 for new members and $2.00 for 
second year memberships. 

Walter F. Dunlap, Klau-Van Pieter- 
som-Dunlap-Associates, Inc., Milwaukee, 
and a nationally known advertising coun- 
selor and merchandising authority, spoke 
on “Sales Psychology” and offered many 
sales helps to those present. 


EMPLOYMENT BUREAU 


complimentary, confidential 
address your inquiries to The 


service— 


Feed Bag 


POSITIONS AVAILABLE 
Manager. Experienced to operate a wholesale 
and retail flour and feed branch of a Wisconsin 
milling concern. Salary and liberal percentage 
of net profit. Refer to No. 171-A. 


POSITIONS WANTED 


Manager for wholesale and retail feed busi- 
ness. Experienced in and knowledge of whole- 
sale and retail selling, feed mixing, buying and 
management. Salary and commission basis. Will- 
ing to locate anywhere. Age 42, single. Refer to 
No. 271. 


Salesman. Feed and flour by Wisconsin milling 
concern. Drawing account and commission. Do 
not apply unless you have had successful record. 
Refer to No. 172-A. 


Salesmen. Binder twine, Manila rope, Barbed 
wire and Wire rope. Commission basis, full or 
part time. Good side line. Refer to No. 173-A. 


Sales promotion manager seeks opportunity 
to build business for ambitious feed manufac- 
turer. Thoroughly experienced in all phases of 
advertising and merchandising. record 
and references and willing to prove worth to 
new employer. Age 30, married, two children. 
Refer to No. 1261. 


Feed or flour salesman with 20 years experi- 
ence and excellent references. Acquainted with 
trade in Ohio, Indiana and Michigan. Age 48, 
married, three children. Refer to No. 1262. 


Salesman. Feed salesman desires position 
travelling in Wisconsin. 
has auto available. Refer to No. 671. 


Age 23, single and~- 


Salesman. Fertilizer for Western -Wisconsin. 
Must have successful sales record and be 25-35 
years old. Farm background preferred, good op- 
portunity. Refer to No. 174-A. 


Assistant Manager. Experienced feed man for 
live, growing feed and fuel business in southern 
Wisconsin. Must have knowledge of feeds, ra- 
tions, mixing and animal nutrition. State quali- 
fications, wages expected, etc., apply in own 
handwriting. Refer to No. 671-A. 


Salesman. Experienced feed salesman for 
Wisconsin and Illinois. Give age and experi- 
ence. Refer to No. 672-A. 
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The California 
Pellet Mill 
made pellet 
feed practical 
because of its 
low operating 
cost and large 
capacity. It 
forms pellets in 
any size from 
tiny 3/32” chick 
starter pellets 
to big cattle 
feed pellets. 
No experience 
is needed to 
operate. Power 
and die costs 
are low. 


PELLET MILL 


e32¢e 


GOES 


PELLET 


PRODUCTION 


Facts can't be denied! 
The consumption of pel- 
leted feed jumps higher 
every day. Many mills 
are operating six or 
more California Pellet 
Mill night and day to fill 
orders. When you realize 
that a single California 
Pellet Mill produces 30 
to 50 bags hourly you'll 
have a good idea of the 
immensity of pellet demand! The 
poultry industry is a particularly 
big user. Poultry raisers have 
learned that pellets produce 
more eggs, keep flocks healthier, 
start chicks faster and make 
pullets lay sooner. Stockmen are 
creep feeding with pellets to get 
baby-beef to market quicker and 
to unburden the cows earlier. 
Enormous tonnages of pellets are 
used to range-feed sheep and 
cattle. Every neighborhood has 
a ready-made demand—you can 
capture it with a California Pel- 
let Mill. Write today! 


CALIFORNIA PELLET MILL CO. 
733 Tehama St. e San Francisco, Calif. 


BREWERS GRAINS 
¢ MALT SPROUTS e 
DISTILLERS GRAINS 


PROMPT and FUTURE 
SHIPMENTS 


Wire Us Your Needs 


CONS! 6NMENT 
SOLICITED 


741 North 
Milwaukee St. 


Milwaukee 
Wisconsin 


GROWTH and EGG 
PRODUCTION 


result from a combination of factors in any 
good mash, but chiefly important are Vita- 
min A and protein. Diamond Corn Gluten 
Meal furnishes both in good measure and 
furnishes them economically. You can put 
out better poultry and turkey mashes to 
your trade, at less cost, by including 
Diamond in them as 10 to 15%, replac 

Rn oa ing part of the high- 
er priced animal 


feeds. 


Corn Products Sales Co. 
New York Chicago 


43% Protein 


DIAMOND CORN GLUTEN MEAL 
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How Feed Dealers Get Money 
Through Finance Plan 


(Continued from Page Twenty-eight) 
feed and to foreclose on the chattel mort- 
gage if he wishes to do so. 

The finance corporation will notify any 
feed dealer who has discounted paper 
with the corporation when any particular 
note is in default and will ask the assis- 
tance of the feed dealer in seeing to it 
that the note is paid. In this way the feed 
dealer will have a chance to protect him- 
self in enforcing payment of these notes 
by the purchasers of the feed, if the notes 
are not paid when they become due. 

In order to be in a position to charge 
the responsibility of the respective feed 
dealers submitting paper to the finance 
corporation for discount, the corporation 
will require that each feed dealer submit 
a financial statement to the finance cor- 
poration to be used by it in determining 
if the corporation will discount notes 
submitted by the feed dealer and also in 
determining the total amount of credit 
which the finance corporation will be will- 
ing to extend. 

Preferred Loans 

Although a chattel mortgage is required 
on the majority of loans which the 
finance corporation will accept, the cor- 
poration will purchase paper without the 
necessity of a chattel mortgage being 
furnished where the buyer of feed owns 
unencumbered land to the extent of 80 
acres or more and his personal property is 
not already encumbered. Under such a 
situation the feed dealer should secure a 
promissory note in the usual form and 
send it, together with the Purchaser’s 
Statement duly filled in, and the Dealer’s 
Report filled in. It will not be necessary 
under such circumstances to fill in or 
send a chattel mortgage. If the purchaser 
of feed is shown to be qualified as a land 
owner and the papers are in proper form 
the corporation wi!l accept the paper and 
discount it in the usual manner as in cases 
where a chattel mortgage is required. 

Acceptance of Paper 

Although the Feed Dealers Finance 
Corp. is desirous of furnishing service 
and credit to as many dealers and pur- 
chasers of feed as is possible, the corpora- 
tion reserves the right to reject at any 
time any paper, notes or chattel mort- 
gages that may be, submitted to it, and 
reserves the right to discontinue at any 
time accepting paper from any feed 
dealer when, in the opinion of the corpo- 
ration, the extension of further credit is 
not justified, or for any other reason. 

General Rules 

1. See to it that all notes and papers 
are properly and fully filled in and signed. 

2. Keep in touch with the purchaser so 
that you will know that the mortgaged 
property is still on the premises. 

3. If you learn that the mortgaged 
property is being sold or has died or been 
destroyed, notify the finance corporation 
promptly. 

4. Where a mortgage is taken on live- 
stock which is to be sold on the market, 
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date the promissory note so that it will 
mature at the time the livestock will be 
ready for sale, so that the note may be 
paid off from the proceeds of the sale of 
the livestock. 

5. If a purchaser pays to a feed dealer 
the amount that he owes on his note, the 
feed dealer should promptly send the 
full amount to the finance corporation 
and the finance corporation will return 
the cancelled note and release the mort- 
gage and send them to the feed purchaser. 

6. Do not destroy your copy of the 

chattel mortgage until it has been paid 
off. This will be your record as to the 
amount of the loan and the time that it 
matures and a description of the property 
that is mortgaged. 
e VICTOR FLOUR MILLS, INC., is 
planning the construction of an addition 
to its Pittsford, N. Y. plant. The new 
building will be 40x42 feet and three 
stories high. When construction is com- 
pleted the plant will have a capacity of 
1000 barrels daily. 


What to Do When You 
Discover a Fire 


What to do when a fire breaks out in a 
feed store or elevator is described in the 
May issue of “Our Paper” published by 
the Grain Dealers Mutual Fire Insurance 
Co., Indianapolis, Ind. Here are the steps 
advised: 

1. Don’t get excited! Keep a cool 
head! 

2. The bucket of water is most reliable 
and effective on a fire in its first stage. 
Make every bucketful count. 

3. While you are working on the fire 
have your helper turn in the alarm. 

4. Remember that the first three min- 
utes count the most in extinguishing an 
elevator fire. Make good use of them. 
Our records show that elevator fires are 
under $200.00 or that they are total. 

5. If fire is in adjoining property, 
render what assistance you can, but don’t 
neglect to get your own barrels and 
buckets, and, if possible, extra supply of 
water, hose and other apparatus ready to 
protect your elevator. 

6. With a fire in the town, no matter 
how distant, remember there are people 
in that vicinity to handle it. Watch your 
own property; get ready for a possible 
shower of sparks and burning embers. 

7. Water should never be used on a 
gasoline fire. It is well to keep a barrel 
of sand in the engine room for such fires. 

8. A ladder to reach awnings, shed 
roofs and other inaccessible points is in- 
valuable. An axe to break into machines. 
elevator heads or legs and to make open- 
ings into bins is an essential of elevator 
equipment. These safeguards should have 
a definite place and be kept there at all 
times. After fire breaks out is a poor time 
to search for misplaced equipment. 


WALTER C. BERGER 


Mr. Berger, Des Moines Oat Products Co., 
Des Moines, Ia., is president of the Feed Dealers 
Finance Corp. which is now operating in Iowa. 


e WILBERT ANDERS is building a 
new feed and hardware store in Wilbies- 
ville, Ia. 


e OWELD W. TIMM recently _pur- 
chased a feed mill in Le Center, Minn., 
and is improving the building and in- 
stalling new machinery. 


ae 


e BURT ARNOLD has left his job as 
attendant in a Fairmont, Minn. oil sta- 
tion to purchase a feed mill in that city. 


e THE CAMPBELL GRAIN & SEED 
Co., Bunkersville, Ind., is engaged in 
a remodeling program. The office build- 
ing is almost completed and the elevator 
has been refinished with aluminum paint. 
e FRANK E. BARKER, president and 
manager, Carr Milling Co., Hamilton, 
Ohio, died May 26, after a lingering 
illness. 


e J. O. HOERNER, president, Purity 
Oats Co., Keokuk, Ia., died recently after 
a brief illness. 


e ROESLER MILLS, Waseca, Minn., 
operated by Roy Roesler, have been re- 
modeled and improved. 


Modernize Your Store 

Emphasize Quality 
(Continued from Page Thirteen ) 

it. Demonstrate it as your price competi- 

tor cannot. 

In your well arranged store you need 
colorful display. Some of the important 
factors in these displays are (a) use of 
posters, literature, counter displays, floor 
stands, (b) moving or live displays— 
poultry batteries, calf pens, pups, live pig 
displays or even a cow in the store, (c) 
displays with sound, such as calf bawlers, 
hen cackles, (d) vari-colored lights to 
attract the eye. Anything that’s different 
but carries a sales wallop. 
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visiting with you at the con- 


By EMIL J. BLACKY When a padlock was put on old Bill's 
vention an SPS ee ere Feed Dealer Bill was a cockeyed fool, door, . 
home safely. Don't hesitate And nobody knew it as a rule, And the creditors made a helluva holler 
For he did a business to knock you cold, But had to settle for a cent on the dollar. 
to contect us when you are And many’s the tons of feed he sold. T - poges you see, why Bill went broke, 
ee ; The farmers found him a pleasant chap, And his business went up in a cloud of 
sipping or buying any grain. Who’d dump lots of favors in their lap. smoke : 
Personal service at your request. And even the dairyman up on the hill, Was a fact that hits you as cold as frost, 
| Whom competition considered a pill, You can’t sell your feed below what it 
Bought a truckload a week and paid in cost. pm 
cash, 
Which to Feed Dealer Bill was so much © W. J. SPRY & SON, with plants at 
hash; Granton and Chili, Wis., are installing 
For a truckload a week was just small ‘wo Kelly-Duplex feed mixers. 
) change, 
| For the volume of feeds in old Bills Sunset Feed & Grain 


Why! a thousand tons wasn’t even a lot; En gages 5 pecia list 


It never ran Bill’s cash register hot. 


range. 
| Max Cohn, Sunset Feed & Grain Co., 


i) “A car a day” was the motto set, Buffalo, N. Y., announces the addition of 

| Lf you think he wouldn't, you lost your Pr. WC. Tully to his staff. Dr. Tully 

| bet, will have charge of the firm's specialty 

A. L. FLANAGAN Because of one fact you could not kill— department. He is an expert in poultry 
| 


That everybody traded with Bill. 


husbandry and has had 12 years’ experi- 
Well, sir, all comers would sit and stare, 


SI at and ence in poultry teaching and experimental 
FRASER SMITH CO A-waitin’ for Bill to go millionaire, and extension work at North and South 
. But strange as it seemed to a lot of folks, Dakota State colleges, Purdue university, 


He gathered more acorns than he did oaks, Yowa_ State college and Virginia Poly- 

BARLEY SPECIALISTS And “i spite of all of those “get rich” technic institute. He is also the author 
MILWAUKEE cracks of numerous technical articles and bulle- 
MINNEAPOLIS CEDAR RAPIDS | He never paid any income tax. tins. Dr. Tully will spend some time 


Well, there were surprises expressed travelling in the interests of the com- 


galore, pany in the eastern states and Canada. 


We Are Proud to Announce Our Special Appointment 
As Exclusive Wisconsin Distributors For... 


3000 UNITS 400 UNITS L 


TRADE MARK 


Pure USP Concentrated Cod Liver Oil 


We are greatly pleased to be able to offer our dealers a product of such fine reputation and 
outstanding quality as VITAND 


VITAND is a PURE USP Cod Liver Oil Concentrate guaranteed to contain 400 A.O.A.C. 
Chick Units of Vitamin D per gram and 3,000 U.S.P. units of Vitamin A per gram. De- 
spite the exceptional quality of VITAND Concentrated Cod Liver Oil, it costs no more to 
use than ordinary oil concentrates. 


Weare fully prepared to supply your needs. Write or phone us for prices and further details. 


e@ e@ e Full Stocks Carried at All Times at Janesville © © © 


FARLEY FEED CO. JANESVILLE Wisconsin 
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Competition From Other Industries 


Demands Real Salesmanship 
@ Feed Men Are Advance Agents of Progress 


HE one criticism of feed dealers, 
jie more frequently than any 

other, is that they know too much 
about too many things and too little about 
the science of salesmanship. 

There are men in the feed business, 
however, who are salesmen of the first 
water. There are others who possess equal 
abilities but who are obsessed with the 
feeling so general in our line of work— 
that it is unsportsmanlike to try to sell 
anything and that it is a poor policy to 
crowd a hesitant buyer. They are the men 
who work on the theory that the farmer 
knows what he wants and knowing that 
will come in and ask for it. 

Selling Is a Service 

There is a difference between knowing 
what one wants and knowing what one 
wants to buy. You render a definite ser- 
vice when you help a man to buy what he 
needs. 

Have you ever had the experience of 
being drawn into a store by a window 
display—interested in a new hat for exam- 
ple but saying to yourself, “this hat will 
be O.K., I'll just look,” yet down in your 
heart hoping that you would be sold. And 
haven’t you been just a little disappointed 
when some weak-kneed sa!esman just 
showed you that hat and made no effort 
to sell you? 

Don’t be ashamed to sell. It is the 
greatest profession of them all. No busi- 
ness or professional man can be success- 
ful until he learns that selling is neces- 
sary. 

Life Is Salesmanship 

We practice salesmanship from the 
cradle to the grave, although we frequent- 
ly fail to recognize it as such. The infant 
in its crib learns early to smile and coo 
for attention, practicing sa!esmanship al- 
most with the first dawn of understanding. 
The little lad goes on a few years and 
begins to go to school and we see him car- 
rying the teacher’s books or polishing the 
red apple, again practicing salesmanship. 
Then years later he grows up and finds 
the lady of his heart. He does his level 
best to sell her on the idea that he is the 
prize package of the universe. If success- 
ful he closes the deal and loses out only 
when a better salesman comes along. Nor 
is this the end, for when we are about to 
die we call in the preacher, priest or rabbi, 
as the case may be, and he does his level 
best to sell our Maker on the idea that 
we deserve a place at the foot of the 
golden throne. 

Apply Selling to Business 

And yet we are hesitant about applying 
these principles that we learn in life in 
the practice of our business. How many of 
you are guilty of saying to the customer 
—“you don’t want to buy a sack of feed, 
do you?” putting definitely into his head 
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the answer, “no.” 

Why not apply the things we have 
learned? Ask the farmer if he has seen his 
neighbor’s hogs or how well his chickens 
are doing and tell him how he is feeding 
them. Warm him up a little. Make him 
want the feed. 

Regardless of how early we may be on 
the job and how well fortified we may be 


Mr. Dyer who delivered the address published 
herewith at the Central Retail Feed association 
convention at Milwaukee is sales manager for 
Sargent & Co., Des Moines, la. The comments he 
makes are drawn from many years of experience 
in the feed business. 


with knowledge and information we must 
practice salesmanship in the years to come 
more than ever before if we are to do our 
job right. Competition makes it necessary 
and by this statement I do not necessarily 
mean competition from others in the feed 
business. 

Your real competition is not the other 
feed manufacturer’s merchandise or the 
sales by the other dealers in your town. 
It is the competition of all merchandise. 

Getting the Worms 

Each family has limited funds to spend. 
There are worms enough for only the 
early birds and there are early birds sel- 
ling tractors, automobiles, washing ma- 
chines, spring outfits, fur coats, furniture 
and scores of other items. 

Where will your customer spend that 
surplus $100.00? Suppose he needs a ton 
of tankage for his hogs and suppose the 
family wants a new automobile? It is our 
job in the feed business to sell the pros- 
pect on the idea that greater profits will 
accrue from the purchase of this ton of 
tankage. We must convince him, without 
mentioning the other competitors, that he 
will do himself more good and his family 


will eventually realize more from what he 
buys from you than from the investment 
with the other fellow. 

We have been too much inclined to sit 
back and let competition take what is 
rightfully ours. Most of us suffer from 
an inferiority complex. We let the real 
salesman go out and dig for the worms 
and we take what is left. 

Don’t Be So Modest 

Our biggest job in the future will be in 
selling the prospect the idea that our 
items are more worthy of consideration. 
To do this job effectively we must raise 
our own opinion of ourselves. We must 
see ourselves as we are. 

Through the years we have been the 
advance agents of progress. The authori- 
ties, the agricultural colleges have pointed 
the way but we have been the mission- 
aries. Ours has been the job of taking this 
information to the farm. How many of 
the pamphlets distributed among farmers 
are read in whole by the men who use the 
feed? How much publicity would these 
experts receive except from our rereading 
or careful study? 

Say what you will, we are the men who 
have carried the light and if the feed in- 
dustry is to continue its progress it will 
be by reason of the information gathered 
by us and carried to our prospects. Ours is 
a definite service to perform and a very 
valuable service. 

We see ourselves too frequently bend- 
ing under a burden of sacks that we load 
from platform to truck. We are too in- 
clined to classify ourselves in the category 
of strong backs and weak minds. Our eyes 
have been too fixed at our feet. We re- 
member the day’s work by its efforts and 
are too tired when we go home at night. 

You Are Feed Specialists 

We should occasionally pause and raise 
our eyes higher to the broader view of our 
accomplishments. We should remember 
the service that we have performed, the 
men who made more profits because of 
our advice—the men for whom we saved 
money where money would have been lost 
except that we guided them right. 

We are specialists in our line. We are 
experts on the subject of feeds and feed- 
ing. We stand shoulder to shoulder with 
the doctor and the veterinarian in service 
to our communities. We are doctors of 
feeds and feeding and as such should not 
underestimate our worth. 


e C. Y. WAGNER & CO., Bellefonte, 
Pa., is constructing a new grain elevator 


which will have a capacity of 20,000 
bushe’s. 


e E. P. FINCH, Hillsboro, Ind., for 
many years a member of the Indiana 
Grain Dealers association, died recently. 
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How Dealers Make Ads 
Bring in Business 


(Continued from Page Seventeen) 


your local paper can be profitable to you. 

Fred Hill, Hamburg, Ia., was telling 
about a big pet parade staged in his 
little community the other day. It seems 
that almost every youngster in the town 
and on farms thereabouts has one or 
more pets. 

Prizes were offered the pet owners 
who competed. Parents of the young 
“z00” owners naturally lined up along 
Main street to watch the strange event. 
All kinds of birds, reptiles, poultry and 
animals in general were exhibited. 

Such a parade, sponsored by a feed 
dealer and well advertised in the local 
newspaper would go a long way toward 
advertising pet foods and supplies. It 
would serve to identify his store as head- 
quarters for such items. Almost any up- 
and-coming newspaper publisher will 
jump at the chance to cooperate with a 
feed dealer in such a stunt. 


McDaniel’s Ads Pull 


Parden me if I’ve mentioned this one 
before, but I think it bears repeating. 
George McDaniel is known far and wide 
in southeastern Iowa. He has run an ad- 
vertisement in his local paper every day 
for almost 20 years, changing the ad 
daily. (Yes, he even kept on with his 
advertising every day when his store was 
burned to the ground.) 

George features a well known line of 


poultry and stock remedies. He mentions 
these products in his advertisements quite 
frequently. Sprays, insecticides and pest 
eradicators are mentioned in season. At 
the bottom of each advertisement he runs 
these two lines: 
Top on hogs, $12.50 
Weather, rain and colder 

Actual sales resulting from products 
advertised have thoroughly convinced him 
that poultry raisers and livestock grow- 
ers READ his advertisements. George 
McDaniel knows from experience that 
the use of his local paper shows him 
profits. 

Stress Saving of Feed 

The optometrists now advertise in 
newspapers telling people how to care for 
eyes and avoid eye trouble. A big oil 
company is advertising a free booklet 
which shows how to save gasoline in 
operating cars and trucks. Tire companies 
advertise ways and means to avoid tire 
trouble (proper inflation, etc.) and get 
more wear from tires. 

An aggressive feed dealer might adapt 
this idea to the feed business and point 
out ways to save feed. Even the dairymen 
and livestock feeders know that too much 
feed is wasted. They are looking for cost- 
cutting ideas. 

In these days of high priced feeds and 
scarcity of farm grown feeds, the feed 
dealer’s suggestions carry weight. George 
Schaaf, the well known feed dealer at 
Des Moines, says bulletins from the de- 
partment of agriculture and experiment 
stations present many good, usable tips 
along this line. 


To sum it up, the value of local news- 
paper advertising has been proven re- 
peatedly by leading feed dealers in every 
state of the Union. But these words from 
a typical dealer in a little lowa town seem 
to say more than volumes and volumes 
which have been written on the subject. 
He puts it this way: 

“They say it pays to advertise. It does, 
IF you advertise the right thing, at the 
right time—AND IN THE RIGHT 
WAY.” 

e FREDERIC MILLING CO., Frederic, 
Wis., has taken over the building former- 
ly operated as the Antlers hotel at 
Grantsburg, Wis., and is converting it 
into a feed plant. 

e HERBERT M. JAEGER who resigned 
recently as a representative of the Mil- 
waukee office of the Commander-Larabee 
Milling Co., Minneapolis, Minn., has 
opened a flour brokerage office with head- 
quarters at 4037 N. Stowell avenue, Mil- 
waukee. He has been appointed to repre- 
sent Tennant & Hoyt Co., Lake City, 
Minn., and Ismert-Hincke Milling Co., 
Kansas City, Mo., in the state of Wis- 
consin. 


FEEDING MANUAL 

Hubbard Milling Co., Mankato, Minn., 
has ready for distribution its handy 
“Feeding Manual” of 66 pages. The book- 
let, printed in attractive colors, gives 
valuable suggestions on the care and feed- 
ing of all types of livestock and poultry. 
Copies will be furnished free on request 
to dealers who write the company. 


that reputation! 


potency guaranteed at: 


"Theres Only One Best, Pardner, 
Likewise, Only One GORTONS 


“Me? I’m a Gorton Pilot an’ I’ve spent most of my life 
tramping the seas in pursuit of the wily cod ... I work not 
only for Gorton’s, I work with them, just like all the others 
who give their best to maintain our high company reputa- 
tion, and believe me, we’ve all got a mighty high regard for 


“We have learned that feed manufacturers all over the 
country depend on GORTON-PEW SUPER-A Cod Liver Oil 
as the sure, safe way of making their poultry mashes—and 
other feeds, too—disease-resistant and profit producing... . 

“Tll go on log record right now as saying ‘GORTON’S 
SUPER-A Cod Liver Oil is made from the Pick of the Sea.’ 
It’s a straight cod oil and the vitamin potency is a natural 


3,000 U.S.P. Units Vitamin ‘A’ per gram 
250 A.O.A.C. Units Vitamin ‘D’ per gram. 


SUPER-A MERITS YOUR CONFIDENCE! 


We Are Distributors of ; 
MILLFEEDS —— MILLFEED INGREDIENTS — TWINE—— 
SOY-0O-CIDE FLY SPRAY — INSECTICIDES — COD LIVER OIL 
Write or Wire When You’re in the Market 


JOBBING DIVISION 


of FARM SERVICE COMPANY 
DIVISION of GENERAL 


(Trade Name) 


MILLS, Inc. 


CALL OR WRITE 


554 Chamber of Commerce 
Minneapolis, Minnesota 
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Vitamins Vary in Kind 
Kach Has Its Separate 


Function in Feed 


ments extelling the merits of vari- 

ous vitamins. Reams of stuff are 
written on the subject. One grows weary 
listening to the volume of information 
and mis-information that is constantly 
poured upon us. We hear individuals 
speak glibly of vitamins, and find that 
they are only repeating a story which 
they have greatly embellished and _ its 
author would hardly recognize it. 

From all this maze of material we must 
sift the gold from the dross. Some vita- 
mins are pure gold and, we must recog- 
nize their value and learn their source and 
use, if we are to accomplish much in the 
field of nutrition. 

Vitamin! — What does the word mean? 

The world “vitamin” is derived from 
the Latin word “vita” meaning life—and 
the Anglo-Saxon word “Amin” from 
which was derived the word “amino” 
which leads us to the term of “amino 
acids” or the building stones of proteins. 

The first definition for the word vita- 
min, I believe, was given by Dr. Casimir 
Funk. He defines it as a “nitrogenous 
substance (C-16 H-18 O-6) found in 
some nucleic acids in the form of pyri- 
midine bases, minute quantities of which 
are essential to the diet of man, birds, 
and other animals as a nutritive force and 
for stimulating growth.” 

The various vitamins as identified have 
been named according to the alphabet— 
A, B, C, D, E, F, G, etc., with some of 
them quantitative measurements are pos- 
sible. Some of them we have known about 
for a long time, others are comparatively 
new. The value of some of the older ac- 
quaintances of ours in the vitamin field, 
however, have become greater a compara- 
tively short time ago because we found 
that they not only possessed value in the 
original discovery field but also from 
other nutritional angles and health values. 

Qualities of Vitamin A 

In alphabetical order, vitamin A comes 
first. It is of great importance and re- 
quired by all classes of livestock and 
poultry. Unless a sufficient supply of 
vitamin A is supplied, unsatisfactory 
growth and production will result. 

“A” is essential not only for growth, 
production and reproduction but is also 
essential in the maintenance of mature 
animals. Vitamin A was first discovered 
in experimental work with growing ani- 
mals and, of course, given publicity as a 
growth vitamin. It should not, however, 
be so termed as it has other functions 
which are of equal importance. 

Vitamin A builds resistance to respira- 
tory diseases but is not a preventative or 
cure for colds. In poultry 1200 A units 
per gram are essential—the optimim 5000 
units per gram. 


O* EVERY hand we see advertise- 
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The requirements of vitamin A are less 
accordingly for the growing bird than 
during egg production for, in addition to 
maintenance requirements, vitamin A is 
necessary for yolk building for the yolk 
contains considerable vitamin A. 

Vitamin A promotes normal epithelial 
cells and aids in resistance to disease, 
particularly of respiratory nature. The 
chief function of vitamin A is to keep the 
surface tissues of the mucous membrane 
of the body healthy and fortified against 
bacterial infection. A deficiency of vita- 
min A in the ration causes a weakening of 
these tissues and bacteria easily enters 
the body—thus making animals espe- 
cially subject to colds, pneumonia and eye 
trouble as xerothalmia, often called oc- 
ular roup in poultry. 

It gives tone and balance to the nervous 
system. The lack of vitamin A causes de- 
generation of the nervous system with 
resultant difficulty in walking because the 
legs will not track. Sudden spasms will 
also occur in severe cases. 

Lack of vitamin A will cause sterility 
in males. Females fed a ration with low 
A content frequently fail to conceive and 
the offspring are usually born dead or are 
weak and worthless. 

Fish oils, yellow corn, properly cured 
alfalfa hay, milk, and green grass are all 
materials noted for their vitamin A ac- 
tivities. 

What Vitamin B Does 

Next comes vitamin B. It is known as 
the vitamin B complex because there are 
some six subdivisions known as vitamin 
B-1, B-2, B-3, B-4, B-5, and B-6. 

A ration deficient in vitamin B is as- 
sociated with the development of neutri- 
tis, Beri-Beri, altered heart beat or labor- 
ed heart action. Vitamin B prevents the 
nervous symptoms so characteristic of 
the disease Beri-Beri. 

Beri-Beri is a disease first discovered 
in the Orient where the people live chiefly 
on polished rice. Individuals suffering 
with this disease showed a loss or lack of 
appetite, labored heart action, fatigue, 
depression, and an extreme nervous con- 
dition—often having a numbness of the 
body, stiffening of the legs and a burning 
sensation in the feet. There is a distinctly 
disturbed carbohydrate metabolism. 

Vitamin B is one of the “flute players” 
in the parade, ordinarily abundantly sup- 
plied in all feeds. Grains are all rich in 
vitamin B. Fresh green forage is rich in 
vitamin supply as well as good cured hay 
and other good quality forage feeds, yeast 
and milk. 

Vitamin B-2, known to most of us as 
vitamin G, is also a growth vitamin. It is 
of very much value in feeding poultry. 
Rich sources of vitamin B-2 are found in 
dried milk products, green forage and 


CHARLES VAN HORSSEN 


_Dr. Van Horssen, manager feed department, 
Washburn-Crosby Co., Minneapolis, and a noted 
veterinarian, delivered the address published 
herewith at the recent Central Retail Feed associ- 
ation convention in Milwaukee. 


well cured hay. 

Next is vitamin C. This is the anti- 
sorbutic vitamin and is not of great im- 
portance in feeding farm animals and 
poultry. However, it must be supplied in 
the human diet as well as monkeys and 
guinea pigs or scurvy will result. 

Its absence in our diet will cause 
scurvy which is an unpleasant disease 
causing loosening of the teeth, inflamma- 
tion of the membranes, slow healing 
sores, brittle bones and marked dibility. 
Farm animals perhaps need vitamin C but 
synthesize it from other elements. Human 
beings, monkeys and guinea pigs do not 
have the ability to synthesize vitamin C. 

Chickens either do not need vitamin 
C or have the ability to synthesize it. 

Scurvy was one of the plagues of 
Europe and one of the worst fears of 
early Polar expeditions. It was found that 
fresh foods and vegetables would prevent 
the disease but it was not until 1912 that 
vitamin C was discovered. In this country 
scurvy among people is very rare because 
we consume plenty of vegetables and 
fruit. The feeding of tomato and orange 
juice to infants before they eat solid food 
provides a wonderful source of vitamin C. 

Vitamin D Old Friend 

Next comes our old friend vitamin D 
whom all recognize in the parade. It is 
the solvent for mineral intake, promoting 
its normal metabolism or use in the body. 
Vitamin D was abundantly supplied in 
the divine plan of things. The sun to 
send its rays of light to supply all creates 
with vitamin D, but man has changed his 
habits. Instead of toiling in the sun and 
living out of doors the greatest part of 
his working hours, he now keeps out of 
the sun by reason of his work or choice. 
Man has confined poultry and gone into 
mass production, thus depriving the fowl 
of natural environment and changing its 
whole mode of living. 

The wild hen, as the wild game birds 


(Continued on Page Forty-one) 
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Midwest Feed Co., Aurora, has moved 
to larger quarters in a new location at 
110 S. LaSalle street. 

Hauter, Russell & Monier, Tiskilwa, 
are celebrating their first anniversary in 
the feed business. 

L & G Feed Co., Monmouth, recently 
entertained its employees at a dinner held 
at Hawcock’s cafe. G. W. Gard, president 
of the firm, was in charge. 

Mundelein Lumber Co., Mundelein, has 
opened for business under the manage- 
ment of Edward H. Bluhn and John 
Wirtz. The new firm will handle a com- 
plete line of feeds. 

I. A. Friedline, Lewisville, Ind., has 
purchased the Community feed store, 
DuQuoin, operated for the past several 
months by J. Lester Ing. 

F. A. Brauer & Co., Altamont, has 
purchased the stock of the Seeley Feed 
Co., Effingham, and will operate a branch 
store there. 

Edward Barnstable who operates a feed 
store at Taylorville has opened a branch 
at Nokomis which will do business under 
the name, Acme feed store. 

O. O. Schucker, Bluff City Mill & 
Elevator Co., announces the purchase of 
the property of the Kaufman Milling Co.. 
Mt. Carmel, which will be used by the 
new owners for warehouse facilities. 

Farmers feed store, Walnut, has moved 
to a new location in Woodman hall on 
Main street. Donald Brewer is manager. 

Joe Lanter has been appointed manager 
of the Christian County Farmers Supply 


Co., Taylorville, to succeed J. B. Hunter 
who has accepted a position with the 
federal emergency seed and feed loan 
organization, St. Louis, Mo. 

J. J. Guild & Son, Geneseo, have pur- 
chased the Fred Rastede building and 
will raze the structure and replace it with 
a hollow tile feed warehouse. A molasses 
mixer will be installed. 


e JONES FEED MILL, Homer, N. Y. 
was destroyed by fire recently with a 
loss estimated at $5,000. 


e GEORGE F. REIDENBACH, who 
has been engaged in the feed business at 
Mishawaka, Ind., has been appointed 
manager of the Stauffer Grain Co. ele- 
vator, Bremen, Ind. 


Sell Poultry ..Dairy Sanitation at a Profit 


and dairymen 


use HTH-15 solutions to disinfect incubators, brooders, poultry houses 


and equipment. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 


Safe: Effective- Economical 


@ Because it is so handy to use, so economical and so effective, poultrymen 
become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year ’round profit maker. 


How HTH-15 is Used 


Poultrymen use HTH-15 as a dust to control colds and other respiratory 


CHECKS COLDS, ROUP, 
diseases. They put a little in drinking water to check spread of disease. They BRONCHITIS*STERILIZES 


POULTRY EQUIPMENT 


ment. It kills bacteria, keeps bacteria counts low. HTH-15 — | { i 
meets the requirements of sanitary codes everywhere. It is 4 { | | d 
safe to use on dairy metals. TT 
Comes in Powder Form 
Easy to handle—easy to use. A handy mea- me aa ~ 


suring spoon in every can—just add to water — 
as needed. No waste from loss of strength, 
container breakage, freezing or lumping. 
Economical for user—an easy seller for you. 


‘iinet Write for full details of our dealer proposition. 
The MATHIESON -ALKALI WORKS (Inc.) * 60 EAST 42nd STREET, NEW YORK 


STERILIZES DAIRY EQUIPMENT 
KEEPS BACTERIA COUNTS LOW 


613 


HAPPY NEW YEAR... 


© JUNE starts a new fiscal year for ARCADY— 


We say thank you to all our old friends and to our many new friends 
sold during the past twelve months. 


@ We see ahead for the coming fall and winter more reasonable feed 
prices and better prices for those products our feeds help produce. 


That means MORE mixed feeds to be used at a PROFIT. 


@ ARCADY FEEDS will continue to be in the FRONT RANK and 
ARCADY DEALERS will continue to PROFIT. 


ARCADY FARMS MILLING COMPANY 


223 West Jackson Boulevard 


CHICAGO, ILLINOIS 
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Merchandising 


chapter deliberately rather than collection policy. A lot 
of merchants have a collection policy but most of them 
need to translate that policy into practice. In the last analysis 
the thoroughness of collection procedure is an indication of 
whether the dealer himself is going to decide when the custom- 
ers will pay or whether the customers are to do the deciding. 

The first step in effective collection practice is to be sure that 
your customers understand your terms. The time to make those 
terms clear is when an account is first opened. After you have 
investigated credit references and decide that a man is worthy 
of credit, send him a letter outlining definitely that bills are 
due on a certain date and explain that credit is extended on the 
condition of prompt remittance. You may also want to ex- 
plain that such a policy cuts the cost to the consumer due to 
the fact that you use your own working capital instead of bor- 
rowing from the bank. When credit is granted personally a sim- 
ilar tactful explanation should be made to the customer, 

Re-emphasize Terms When First Bill Is Due 

The prompt payment of bills is largely a matter of habit. The 
reason so many people are lax in their payments is mostly 
because the merchant is lax in letting them know that he ac- 
tually does expect them to live up to the terms laid down. 

Most merchants mail statements the first of the month, but 
it might be worth while to have several statement dates during 
the month. It is a good plan, for example, to have your due 
date coincide with the pay day of your customers. Suppose you 
are in or near an industrial town and many of your customers 
are paid the 15th of the month. Why not bill those customers 
on the 15th? Some of your dairy feeders may receive milk 
checks on the 25th. Why shouldn’t their statements go out on 
that date? 

This policy is suggested with the thought of speeding up 
collections. All other things being equal, the more quickly col- 
lections are handled the surer the merchant is of getting his 
money. It’s easiest to collect when a bill falls due, for then the 
customer’s sense of obligation is greatest. 

The study of New York feed stores showed that the number 
of days’ credit sales on the books at the end of the year, aver- 
aged 58 days for the cooperative stores and 75 days for the 
privately-operated stores. Following is the percentage of book 
accounts run for various periods of time: 

10 days or less, 4.6 per cent; 11 to 30 days, 45.3 per cent; 31 
to 60 days, 23 per cent; 2 to 6 months, 11.8 per cent; over 6 
months, 15.3 per cent. 

It is significant to notice that bad debts averaged 5/10 per 
cent on accounts running for 60 days or less, 7/10 per cent on 
those running 61 to 121 days and 1% per cent on those running 
over 120 days. Turnover varied from 11.9 for stores with 60 
days credit terms or less to 10.4 for those letting accounts run 
to 120 days and 7.6 where the terms of credit ran over four 
months. The longer you let collections run, the less the chance 
of getting your money. A customer who finds that he can’t 
pay all of his bills promptly, will pay first those creditors who 
let it be known that they expect to be paid promptly. 

Remind Customer of His Obligation 

Remember, you want to establish the prompt paying habit 
in your customers and for that reason it is not a good idea to 
let a bill ride a whole month before reminding your customer 
that he is in debt to you. If a bill is not paid when due a 
reminder should go out not more than 15 days later. This may 
be an obviously formal printed or mimeographed note giving 
the customer the benefit of the doubt—assuming that he has 
just overlooked payment. As a matter of fact people do forget 
such things. 

Another reason for prompt collection practice is that you 
hold your customer. If you let collections drag, if you let a 
customer’s bills pile up and don’t pay much attention to pay- 


CO isoier dei practice was chosen as the heading of this 
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Chapter 23. Effective Collection Practice 
By F. Harvey Morse 
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ment, the average customer will become self conscious. Rather 
than come in and tell you that he can’t pay right now he will 
go to a competitor and if necessary pay cash. It is important in 
the case of delinquencies, therefore, that you let the customer 
know that you want to be of genuine assistance to him in 
meeting his obligations. 

Following are appeals to use in making collections: 

1. Information—Let the customer know how much he owes. 
Statements will take care of this. 

2. Remind them with a form letter or a duplicate state- 
ment bearing a sticker or rubber stamp suggesting that payment 
has been overlooked. 

3. Appeal to customer’s fairness. “Don’t you think it only 
fair to let us have what is due us?” 

4. Play for an explanation—Re-sell your customers on his 

purchase. “You have our goods; you used them; they must 
have been satisfactory or we would have heard from you.” 
5. Shame him into a reply. “If someone owed you money 
and made no effort to pay it, how would you feel? How would 
you feel if he didn’t answer your friendly letters. How would 
you feel if he didn’t keep his agreement?” 

6. Threatening stage. Some customers do let their bills run 
until you have to suggest that the law has provided means of 
collection. Point out risks to their credit reputation. 

7. The final step—the attorney. This should follow a final 
warning to the customer that collection will be turned over to 
attorney if payment isn’t made by a definite date. Don’t make 
threats unless you intend to carry them out. Frequently this 
final warning will bring in the money before legal steps are 
necessary. The fact that a customer must expect to deal with 
a stranger from whom he doesn’t know what to expect, helps 
to shake him out of his laxness. 

Letters based on each of these appeals should be mailed ap- 
proximately one week apart but the interval may be varied to 
suit the particular customers. However, it might be advisable 
to call personally on some of the “slow pays” before the final 
letters are sent. In fact, some dealers follow the practice of 
personally delivering statements to their slower paying cus- 
tomers. It is sometimes a little more difficult to make excuses 
face to face for not paying than simply to ignore the request in 
a letter. 

Get the Money and Hold the Customer 

Don’t depend too much on a single system of collection let- 
ters. Even though you use letters vary them somewhat to fit a 
particular situation and to fit changing times and conditions. 
Give the impression through your letters and through your 
personal collection efforts that you are trying to help the cus- 
tomer out of a bad hole—that you are willing to go half way 
with him. In other words, always try to get the customer to 
give you a reason for not paying. If the reason seems genuine 
you can take such steps as seem wise even suggesting the use 
of notes, bank loans or partial payments. 

One of the big advantages of sales and delivery routes, by 
which the dealer or his representative gets around to custom- 
ers at regular intervals, is that it also makes regular collections 
possible. Dealers using the route plan should consider carefully 
the advisability of fitting their collection program into it. 

In general the telephone is to be discouraged as a collection 
medium. Everyone dislikes to have his private financial affairs 
aired publicly and discussing them over many country tele- 
phone lines would have the effect of widest publicity. 

It is your money that the customer has, so never give up hope 
of getting it. In some cases you may have to resort to law. In 
other cases you may have to charge off some to bad debts but 
keep them in mind for the creditor’s condition may change later 
to the extent that you will have a chance of getting your money. 

In most states there is in operation the “Statute of Limita- 
tions”—a definite period after which the law cannot be invoked 
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to collect accounts. Such a limitation or- 
dinarily begins to run from the date the 
account is due and continues for a num- 
ber of years which varies in the different 
states and Canadian provinces. It is pos- 
sible to stop action of the Statute of 
Limitations in four ways: 

1. Securing a written acknowledg- 
ment from the customer that he owes 
you the money; 2. Securing payment on 
account; 3. Securing a promise to pay; 
4. If the customer remains beyond juris- 
diction for a protracted period. 

At least once a year it will pay to send 
a personal letter to your prompt paying 
customers thanking them for their co- 
operation and for their business. You 
might want to add that you have given 
them the highest possible recommenda- 


tion in the local credit association and 
suggest that you will be glad to recom- 
mend them personally if they want to 
open accounts at other stores in different 
lines. Letters such as this help tremen- 


dously in maintaining the good will of 
your customer. 


POULTRY DISEASES 

In 6,800 birds submitted from farm 
flocks for autopsy examinations at the 
diagnostic laboratories of the University 
of Illinois college of agriculture 7,951 
disease conditions were found of which 
34.4 per cent were attributable to internal 
parasites. This is reported in Circular No. 
469 entitled “Internal Parasites in Poul- 
try” which may be obtained free by writ- 
ing direct to the college at Urbana, IIl. 


ready mixing. 


particle. 


no waste. 


45 E. OHIO ST. 


“GOOD THINGS COME IN BUNCHES" 


Particularly true is this old saying of three 
greatly improved products developed recently 
for the feed trade in our research laboratory. 


ELECTRO CALCIUM CARBONATE .. . 98% 
« to 99% pure calcium flour dispersed by an 
exclusive process for more easy flowing and more 


? IODIZED CALCIUM CARBONATE 
« by another exclusive process which combines a 
definite tiny amount of iodine with every calcium 
Assures absolutely uniform iodine inclusion 
in every ounce of your feeds easily and at lowest cost. 


ARROW-HEAD INSOLUBLE FLINT GRIT . 

* a superior grit made from pure flint for all 
classes of poultry. Hardest, sharpest, and most effi- 
cient grit on the market. 


Write for details and prices! 


The CALCIUM CARBONATE COMPANY 


. « « made 


No shattering, no dust, 


CHICAGO, ILL. 


CALF KAGA 


Shipped in bales contain- 
ing four 25-lb. bags. 
Costs $5.00 per cwt. de- 
livered your station. Sells 
for 6c per pound. 


DAIRYMEN DEMAND 


@ This ideal 
way of raising calves! 


CALF KAGA is the new thor- 
oughly farm-proven calf ration in 
PELLET form. Absolutely guar- 
anteed to give results. 

CALF KAGA on your floor as- 
sures your customers that you are 
abreast of the best feeding meth- 
ods. It is a big repeater and shows 
a nice profit for the dealer. 


Order Out A Supply Today! 


Wisconsin Milling Company 
MENOMONIE, WISCONSIN 
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Farley Feed Co. Given 
Wisconsin for Vitand 


New truck recently added to Farley fleet. 


Announcement has been made of the 
addition of Vitand Concentrated Cod 
Liver Oil to the wide variety of products 
handled by the Farley Feed Co., Janes- 
ville, Wis. The firm will have exclusive 
distribution in the state of Wisconsin and 
will maintain complete stocks in its ware- 
houses in Janesville for prompt delivery 
to dealers. 

Vitand is a pure cod liver oil concen- 
trate manufactured by Napthole, Inc., 
Boonton, N. J. The manufacturers guar- 
antee it to contain 400 A.O.A.C. chick 
units of vitamin D per gram and 3,000 
U.S.P. units of vitamin A per gram. 

The Farley Feed Co., in addition to cod 
liver oil, handles beet molasses, dried beet 
pulp, dried skim milk, dried buttermilk, 
semi-solid buttermilk and a full line of 
mill feeds, grain and specialties. 

C. L. Smith, who has had many years 
of experience in the cod liver oil industry, 
is in charge of the cod liver oil department 
of this firm. R. R. Farley, well known in 


the feed industry, is owner of the Farley 
Feed Co. 


Archer- Daniels Expands 
Specialty Division 

Archer-Daniels-Midland Co. has moved 
the headquarters of the former Pharma- 
ceutical Specialties Co., a division, to 660 
Roanoke building, Minneapolis, and an 
expansion program in the distribution of 
vitamin E through wheat germ oil is in 
progress. Dr. August J. Pacini, widely 
known authority in vitamin work, will be 
in charge of the expanded activities. 

The new and enlarged unit will be 
known as the Archer-Daniels-Midland Co. 
Specialties Division and future investiga- 
tions and commercial vitamin production 
will be conducted under the new name. 

Dr. Pacini points out that vitamin E is 
essential to the development of the young 
in the uterus of the female and to the 
fertility of the male and also that its 
presence in a sufficient measure is neces- 
sary for hatchability in eggs. 

“Our records from users confirm the 
apparent usefulness of wheat germ oil in 
obtaining high hatchability and in off- 
setting the ravages of infectious abortion 
in cattle,” he says. “Wheat germ oil is 
recognized as the richest known source of 
vitamin E. Both vitamin E, through the 
medium of wheat germ oil, and vitamin 
F, from the essential unsaturates from 
linseed oil, have reached wide commercial 


use, particularly in the animal husbandry 
field.” 
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Vitamins Placed on Parade 


(Continued from Page Thirty-seven) 

do now, laid a clutch of eggs, hatched her 
babies and raised her young timed in ac- 
cordance with the climate and the sun 
supplied the ultra violet rays or vitamin 
D, thus promoting the metabolism of the 
mineral intake so these elements would 
be assimilated in building and maintain- 
ing the body. 

The people in the land of the midnight 
sun because of their diet of whale, walrus 
and seal were provided with an abun- 
dance of vitamin D which they needed 
and because of the climatic conditions, 
the long periods of time when the sun did 
not shine, were not provided as in the 
warmer, sunnier climates. 

I remember when I was just a small 
boy that mother insisted on feeding me 
some stuff called “fish oil” which had an 
abominable taste, but it didn’t make any 
difference—some one had told mother it 
was good for growing boys and I took the 
fish oil. At that time I had never heard 
anything about the vitamin D value and 
don’t think any one else knew anything 
about it at that time either. Today every 
one knows that vitamin D is essential, 
especially to the human being and poul- 
try. The sources of vitamin D include 
fish oils and substances exposed directly 
or indirectly to solar radiation as in the 
case of field cured hay. 

The experimental data on vitamin D is 
so vast that we could not even begin to 
cover a small portion of it in this talk. 
Vitamin D is known as the anti-rachitic 
vitamin. 

It has been estimated that a generation 
ago approximately 80 per cent of the 
children in large cities in Europe and part 
of America were afflicted to a great de- 
gree with rickets. Before 1918 the exact 
cause of this was unknown, but as the 
result of discoveries made at that time 
and succeeding work and discoveries done 
by scientists, human rickets is fast disap- 
pearing. Because of this. positive proof 
and wonderful results obtained by in- 
cluding vitamin D in the diets of children 
and farm animals, its value is accepted 
by every one. 

Balance Is Important 

As with everything else that has merit 
and is of scientific nature, a lot of folks 
abuse it. Cod liver oil is a wonderful 
thing. Ethical processors of this product 
serve a real purpose in the feed industry, 
but too often we find folks who do not 
understand vitamin D potency and other 
characteristics of such a product as cod 
liver oil, who use it in excess and we also 
find them using it in too small quantities. 
Excessive cod liver oil feeding may have 
a detrimental effect as has been proved 
by experiments. Inadequate amounts of 
Vitamin D will cause bad results. 

So you see, it is the balance of things 
that really determines their value. Rations 
improperly compounded require the addi- 
tion of more vitamin rich materials than 
do rations that are built to the highest 
point of efficiency with other materials 
outside of the vitamin rich sources. In 
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other words, using combinations of in- 
gredients that provide as much as possible 
of required amounts of vitamins and 
other food elements. 

The lack of vitamin B in the diet of 
some animals and poultry to the indi- 
vidual who does not have adequate in- 
formation in his possession may appear to 
be the lack of vitamin D and by adding 
more vitamin D apparently some im- 
provement is obtained. Most vitamins are 
somewhat complex—B is very complex. 

Again vitamin deficiency may be ad- 
judged the cause of breaking down in 
poults or chicks whereas it may have been 
caused by over-heating or chilling. Under 
either one of these conditions proper 
assimilation of calcium and phosphorous 
and calcification does not take place as it 
should, even though the ration may con- 
tain an adequate supply of vitamin D. In 
such cases extra cod liver oil or an over 
supply for a short time may be necessary 
tc bring the birds out of the rachitic con- 
dition. This addition, if fed to birds under 
proper conditions, would be detrimental 
rather than beneficial. 

In all this great library on vitamin D 
experiments we find valuable work has 
been done by such men as Mellanley, the 
English scientist, McCullum of Johns 
Hopkins university, Steenbock of the 
University of Wisconsin, Hess of Colum- 
bia university and many others. 

The idea that green growing plants 
contain vitamin D is erroneous. Vitamin 
D from that source is formed from the 
sun curing process from the action of the 
ultra violet rays upon ergosterol in the 
plant tissues. 

Vitamin E and Sterility 

Next is vitamin E, the anti-sterility 
vitamin. Deficiency of vitamin E is as- 
sociated with faulty reproduction with 
possible permanent sterility in the male 
and by death and resorption of embryo 
in the female. Vitamin E is widely dis- 
tributed, occurring in green leafy vege- 
tables, grains and seeds—it is particularly 
high in wheat germ and wheat germ oil. 

Vitamin E is being greatly exploited. It 
is a wonderful vitamin. However, here 
again the addition of vitamin E to an 
inadequate ration or poorly balanced ra- 
tion will give more marked results than 
when added to a well balanced ration and 
feeding schedule. 

Vitamin E is easily lost. By this I mean 
by aeration, exposure to the sun or heat 
will destroy its value. Usually well bal- 
anced rations will furnish an ample sup- 
ply of vitamin E. Vitamin E fed to live- 
stock that has been receiving a deficient 
supply has worked wonders. Specific 
treatment with wheat germ oil of bulls 
that have been impotent for some time 
has brought them back to service in a 
comparatively short period. In specific 
treatment of dairy cows, very remarkable 
results have been accomplished. If un- 
derstood and judiciously used, vitamin E 
is of great value. 

Vitamin F is widely distributed in all 
feeding stuff and requires no attention. 


This feed store, opened by V. W. Vogel at 
Pekin, Ill., less than a year ago, is already well 
on the way to success. Easy access to the farm 
trade, well arranged displays, and up to the 
minute merchandising practices are resulting in 
a steadily increasing volume of sales. 


I have referred to vitamin G before as 
aiso being known as vitamin B-2. Then 
there is the flavin factor known as B-2 in 
this country which prevents pellagra in 
chicks and black tongue in dogs. It af- 
fords protection against certain types of 
paralysis and pellagra or skin disease. 
Deficiency of vitamin G in the ration has 
been associated with eroded lining of the 
gizzard, anemia and cataracts. Vitamin G, 
or B-2, is found in liver, milk, green 
plant tissues and yeast. 

“Crazy Chick” Factor 

Then there is the “crazy chick” factor. 
Deficiency in the chick ration impairs 
the capillary circulation of the brain 
yielding necrosis. This is still very prob- 
lematical and there is a great deal still to 
be learned. 

We have other vitamins which, may we 

say, over-lap in their functions and cer- 
tainly in the scientific literature available 
and experimental data there is a great 
deal of over-lapping in vitamin terminol- 
ogy. Right now it looks as though there 
are at least eight different types of vita- 
min D. Even cod liver oil contains two 
different types of vitamin D which differ 
in their boiling point, their activity and 
stability. I mention these things because 
they are so new it illustrates what still 
lies ahead in vitamin study. 
@ EQUITY ELEVATOR & TRADING 
Co., Buffalo Lake, Minn., has installed a 
new feed mixer and a corn cutter and 
grader. 


e FRANK ABRAHAM, Gaylord, Minn., 
has purchased the Doering & Meier feed 
mill, Arlington, Minn., taking over the 
business on May 1. 

@e MARTIN MARTINSEN has resigned 
as manager of the Farmers elevator, 
Dike, Ia., and has opened his own feed 
business at Reinbeck, Ia. 


++ 


e PAUL W. MC COMAS, operating the 
Fishers Elevator Co., Fishers, Ohio, has 
purchased the McCordsville Grain Co., 
McCordsville, Ind. 


e DANIEL W. WEBBER, president, 
Haskell Implement & Seed Co., Lewiston, 
Me., died recently of a heart attack. He 
was 74 years old and was serving his 
third successive term in the Maine legis- 
lature as representative from Auburn at 
the time of his death. 


eAle 
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Pure Cod Liver Oil 


Use Norge Cod Liver Oil in your feeds to increase your own and your 
customers’ profits. Norge is a 100% pure Norwegian Cod Liver Oil. Our 
stocks on hand have been released by the United States government for com- 


pleteness of required contents of Vitamins A & D—+your assurance of pro- 
tection. 


Shipments made from Milwaukee the same day your order is received. 


Write or phone now. 


DEUTSCH & SICKERT Co. 


730-732 GRAIN & STOCK EXCHANGE, MILWAUKEE 


UNEQUALLED FOR RAISING CALVES 
Also FLAKED for DRY feeding 
e@e 
RYDE’S ORGANIC MINERALS 


The Best for Poultry and Livestock Nutrition — Contains 
‘‘ They GO for it’’ Process Patented Cooked and Ground Egg Shells 


RYDE & COMPANY 


5425 WEST ROOSEVELT ROAD» » » » CHICAGO, ILL. 


HYGENO LITTER VACTO-LAC 


LAPP’S HYGENO POULTRY LIT- Why take chances with 
TER is Dustless .. Medicated . . Fireproof. 


Hatches? L s 
It is especially treated with chemicals mak- cya puna app 


ing it distasteful to chicks and poultry and VACTO-LAC verrs 
also giving it disinfectant properties to production . . Hatchability 
improve sanitation. . - Livability. Hatcheries are 


demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 


to twenty per cent. 


Write now for prices and 
Minneapolis, Minn. - - - Nevada, la. information. 


MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 
1937 Model 


Feed Mixer THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


@ A. D. PEASE GRAIN CO., Burling- 
ton, Vt., is planning the construction of 
a warehouse. The new structure will be 
100x40 feet and will be of wooden frame 
construction and is to be located at the 
foot of College street. 


ae 


e MAURICE KANTAR, Kantar Feed 
Co., Minneapolis, left recently on an ex- 
tended business trip through the South, 
Southeast and the East, attending the 
American Feed Manufacturers convention 
at Hot Springs, Va., enroute. 


ARCADY ROOSTER 

Poultry was considered of sufficient 
general interest to be featured recently 
on the front cover and on several inside 
pages of “Life”, sensational picture maga- 
zine. The photograph shown was that of 
a White Leghorn cockerel taken in the 
breeding pens of the Cittadella Farms, 
Ringwood, Ill. Shortly after the maga- 
zine appeared Arcady Farms Milling Co., 
Chicago, announced that the great rooster 
was one of nine selected for mating pur- 
poses on the Cittadella farm by Len 
Rawnsley, well known poultry judge and 
breeding specialist of Arcady’s staff. The 
company also proudly pointed out that 
the prize cockerel as well as other poultry 
on these farms are fed Arcady rations 
regularly. 


a 


WOOD PRESERVER 
The C-A Wood Preserver Co., 6625 
Delmar boulevard, St. Louis, Mo., is 
distributing a series of pamphlets on 
“Carbolineum” for eliminating chicken 
mite, fowl tick and termite in poultry and 
is cooperating with the Missouri univer- 
sity in its poultry information. The firm’s 
product is also recommended as a wood 
preserver. Dealers interested are re- 
quested to write the company for the 

pamphlets and other literature. 


MICHIGAN 

Rockafellow Grain & Seed Co., Carson 
City, has installed an electric seed germi- 
nator. The firm also operates branches at 
Middleton, Ashley and Vickeryville. 

Piat grist mill, Laingsburg, built more 
than 70 years ago, is being dismantled. 

N. J. Weeks has purchased the J. P. 
Spearow coal, feed and poultry business, 
Mendon. 

Vestaburg elevator, Vestaburg, is build- 
ing an addition to its feed mill. 

Tri-State Cooperative Assn., Camden, 
sustained heavy loss recently when the 
north wall of its new store building col- 
lapsed. The structure had been construc- 
ted to replace the one destroyed by fire. 

Roy Sims, Clio, has moved his feed 
store from his home premises to the 
building owned by Caleb Johnson. 

George Kerrey has taken over the feed 
store formerly operated by the Thomp- 
sonville elevator, Thompsonville. 

Peter Miedema, Grand Rapids, is con- 
structing two new warehouses to accom- 
modate his rapidly growing feed and coal 
business. 

Prattville Cooperative Grain & Coal 
Co. property, Prattville, has been pur- 
chased by Harold Gayer, Nappanee Mill- 
ing Co., Nappanee, Ind. 
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Sample Ads Featuring Feed Prices 


Bring the Customers 
@ Displays Help Cinch Sales Inside of Store 


ITH a single style of newspaper 

ad as its sole method of formal 

advertising for many years, the 
Peoria Market and Feed Co., Peoria, IIl., 
of which Charles Weinstein is manager, 
has attracted a clientele of customers to 
whom are sold approximately 500 tons 
of feed annually. 

The Peoria Market and Feed Co., in 
addition to feeds, sells package groceries, 
produce, poultry, butter, eggs and meats 
and buys produce, poultry and eggs from 
the farmers. It handles two nationally 
known brands of commercial feeds of 
which it sells about 250 tons a year. It al- 
so manufactures a complete line of feeds 
under its own brand name, “Peoria’s 
Best,”’ including chick scratch feed, hen 
scratch feed, chick starter, chick grower, 
egg mash, pig meal, dairy feed and cracked 
corn. Each of these kinds of feed is reg- 
istered with the state under this brand 
name. The sales of its own brand about 
equals that of the commercial brands 
handled. 

Concentrate on Farmers 

In addition to these prepared feeds, 
a considerable amount of whole grains 
such as wheat, corn, and oats is handled. 
Hay, straw, salt, poultry and stock reme- 
dies, and field and garden seeds help to 
swell the volume of business. The con- 
cern also is a large handler of potatoes, 
both for seed and for table use, buying 
in carload lots and selling both retail and 
wholesale. 

“The character of our business,” says 
Mr. Weinstein, “is somewhat different 
from the usual retail store. While we sell 
groceries in small amounts, a great deal 
of this business is in large bulk. For in- 
stance, we sell a lot of canned goods by 
the case and other commodities in orig- 
inal packages. We cater to the farm trade 
especially and this is what dictates the 
type of advertising we do. 

Stress Price in Ads 

“Our ads for years have appeared once 
a week in each of the three city news- 
papers. This gives us a complete coverage 
of all the rural territory for miles around. 
As a usual thing, they come to the city 
once a week and they wish to be prepared 
to buy a week’s requirements. In order to 
be prepared, they want to know before 
coming just what these requirements are 
going to cost. That is why our ads are 
simply a list of items that we know are 
going to be in demand. 

“As a usual thing our ads are 5-inches 
by three columns. We divide the ad up 
into three columns and on the sides use 
a heavy black margin. The uniform ap- 
pearance of our ads makes it convenient 
for customers to find them as they know 
just what to look for. 

“Of course, we list items from every 
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department. We always have a list of 
feeds, following seasonal requirements. 
With us they are just as staple as any 
of the other items we carry. We give our 
feed offerings a special heading in the ad 
and usually place this section in one 
corner where it may be conveniently 
found. A great many of our customers 
clip our ads and use them as shopping 
lists, checking the items wanted. There is 


- 


Peoria Market and Feed Co. Plant 


nothing elaborate or showy about our 
ads; in fact, they are extremely simple. 
And yet we have found them to be very 
effective.” 

Displays Also Emphasized 

Displays are constantly used to sell 
feeds. Window displays are changed fre- 
quently. Sidewalk displays are used al- 
most constantly and floor displays all 
the time. Because of the character of the 
business as a whole the floor displays are 
very effective. 

The store building is a double-front 
structure, 60x150 feet. It was originally 
built for a garage, with high ceilings and 
with but few columns. The high ceiling 
has allowed space to build a_ balcony, 
thus giving a total floor space of approxi- 
mately 10,000 square feet. 

The absence of columns or posts in the 
store gives an excellent opportunity to 
use the market or warehouse method of 
displays. Everything is thus shown in 
open displays where customers may see 
items at close range and select what is 
wanted without having to ask to see it. 
This method of display has proved very 
effective with feeds as well as with grocery 
and other items. 

“The parking facilities on all sides of 
our stores,’ says Mr. Weinstein, “are 
excellent and this, we believe, is an added 
incentive for farmers to trade with us. 
We also go after the business of large 
institutions in the surrounding territory 
who use feeds and we have specialized in 
circus business to such an extent that we 
get a large percentage of this trade.” 

The Peoria Market and Feed Co. buys 
part of its feeds and raw materials in 


carload lots but much of the latter is 
purchased from farmers or from local 
elevators. Mr. Weinstein buys everything 
possible from farmers as they form the 
backbone of his business. He estimates 
that about 30 per cent of his total busi- 
ness is a trade-in proposition, where 
farmers exchange grain, produce, eggs, 
and poultry for feeds, groceries, meats, 
etc. 
Has Twenty Employees 

The entire business of the store re- 
quires 20 employees and about one-fourth 
of these sell feeds in connection with 
other duties. Three trucks are used for 
delivery. 

The Peoria Market and Feed Co. was 
organized about 30 years ago. Up to last 
January 1 it had always been located in 
the loop section of the city. But the con- 
stantly increasing congestion made it in- 
convenient for trade with farmers and 
the first of this year it moved to its pres- 
ent location at 2221-2223 South Adams 
—_— where parking facilities are avail- 
able. 

“We did not know just what effect this 
move would have on our business,” says 
Mr. Weinstein, “but it has proved de- 
cidedly beneficial. It is quite a jump from 
the loop district to two miles away but 
our volume has increased much faster 
since the move than before. We have 
done so far this year about three times as 
much business as we did during the same 
period last year. Of course, much of this 
additional business was because of feed 
shortage on the farms last year but we 
are certain that our new location helped 
also to swell the volume. The excellent 
parking facilities and our proximity to the 
stock yards undoubtedly have helped us. 
So has our increased floor space, which 
has enabled us to make better displays. 
These additional advantages have also 
enabled our simple, shopping-list type of 
newspaper ads to reach the height of their 
effectiveness.” 


e ARTHUR MEEKER, president, Ar- 
cady Farms Milling Co., Chicago, recently 
underwent an operation at a Chicago 
hospital. He is back at his office much 
improved in health. 


eS. O. (SIG) WERNER, manager 
Chicago office, Northwestern Miller, suf- 
fered a sudden attack of illness while 
attending the annual convention of the 
National Association of Flour Distrib- 
utors in New York recently and was rushed 
to a hospital. He remained in a coma for 
several days and later recovered suffi- 
ciently to be moved to a hospital in 
Chicago. His many friends in the trade 
join in wishing him a speedy return to 
health. 
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Oyster Shell Products 
Corporation 
New Rochelle, N.¥.—St. Louis, Mo.—London, Eng. 


There better 


Oyster Shell produced than PILOT 
BRAND and most poultrymen through- 
out the country know it. 


There is none that is advertised to all 
poultrymen — sells so fast and is so 
profitable for dealers. 


e Grow with PILOT BRAND 


FOR POULTRY 


WILLIAM YOUNG DIES 

William Young, Jr., one of the oldest 
members of the Milwaukee Grain & 
Stock Exchange, Milwaukee, representing 
Bartlett-Frazier Co., died May 12 at 
Columbia hospital after an illness of three 
weeks. He was 71 years old. His father, 
William Young, Sr., was a_ prominent 
member of the old Milwaukee board of 
trade. 


oe 


e HARRY FRANKE, Franke Grain Co., 
Milwaukee, and Mrs. Franke spent a 
week’s vacation ending Memorial day 
with friends at Minocqua, Wis. 


ae 


OREGON MEETING 


The Oregon Feed Dealers association 
held its sixth annual convention at the 
Multnomah hotel, Friday, May 14. Poul- 
try, government activity and seed laws 
were among the topics discussed by 
speakers. Howard Hadley, manager, Im- 
perial Feed & Grain Co., Hillsboro, Ore., 
was reelected president at the close of 
the meeting. More than 350 dealers 
attended. 


MINERAL FEED MEETING 

The Mineral Feed Manufacturers as- 
sociation will hold its 5th annual conven- 
tion at Medinah club, Chicago, September 
2 and 3. Dr. J. S. Hughes, Kansas State 
college, will be one of the principal speak- 
ers and is to discuss “Recent Develop- 
ments in Mineral Feeds.” The afternoon 
of the first day of convention will be 
devoted to a golf tournament. 


PROTEINS 
MINERALS 


FISH OIL 


For Delivered Price— Write, Wire or Phone 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 


ALL FOR ONE PRICE in 


FOR 


FEED MIXING 
ANK CARS - BARRELS - DRUMS 
QUALITY A AND SERVICE UNENXCELLED 


ENT! FROM NEW 


PROFIT 
BLATCHFORD CALF MEAL CO. 
20 Madison St., Waukegan, Ill: 


“Good to the last drop™ 


SAVE! 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 
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RACKED 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


RUBBING IT IN 

Robinson: “Who was that man you 
just raised your hat to?” 

Green: “That? Oh, that was my bar- 
ber. He sold me a bottle of hair restorer 
a month ago and whenever I meet him 
I let him know what a fraud he is.” 

WOULDN’T CHEAT 

Colored Card Player: “What yo’ all 
doin’ wid dat queen o’ spades in yo’ 
pocket ?” 

Rastus: “Dat ain’t no queen ob spades, 
dat’s mah girl.” 

BRANDED 

Doctor: “Why do you have BF7652 
tatooed on your back?” 

Patient: “That’s not tatooed, doctor. 
That’s where my wife ran into me with 
the car when I was opening the garage 
door.” 

* * * 
POOR PATRIOTISM 

Feed Dealer: “Here comes the parade. 
Where’s Aunt Sarah?” 

Dealer’s Wife: “She’s upstairs waving 
her hair.” 

Dealer: “Goodness, can’t we afford a 
flag?” 

* * * 

It is said there was once a college boy 
so dumb he couldn’t write on the back 
of his car. 

LEGAL MINDED 

Bobby: “Mother, why is it some people 
are so rich and we are so poor?” 

Mother: “I guess it’s just God’s will.” 

Bobby: “Why weren’t we mentioned in 
God’s will?” 

— 
AND OURS, TOO 

First Dealer: “I did not marry for 
beauty, my boy; nor for wealth or posi- 
tion; I married for understanding and 
sympathy.” 

Second Dealer: “I understand—and you 
have mine, too.” 

* * 

Sometimes it seems like a lot of our 

close friends get closer and closer. 
* * * 
EVIDENCE ENOUGH 

Lawyer: “Promised to marry you, eh? 
Have you anything in black and white 
to show for it?” 

Colored Girl: ‘“‘No suh, jes’ black is all.” 

* * 


CORNHAY WEAKLY NEWS 

Jed Horner is doing a windfall business 
this summer, having divided the lane lead- 
ing into his farm into parking sections 
with a charge of 50 cents per hour for the 
spooners. 

The Cornhay Sewing Society is well 
supplied with cloth for the balance of 
the year, Slob Gooch, the town moun- 
tain, having donated his old trousers to 
the club. 
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MAYBE NOT 
Wife: “I see by the paper that in ce:- 
tain parts of India a wife can be bought 
for $2.00. Isn’t that awful?” 
Feed Dealer: “Well, I don’t know! 
A good wife should be worth that.” 
IS OUR FACE RED! 
The barber takes the red-hot towel 
As though he were just learning, 
And drops it quickly on your face 
To keep his hands from burning. 
* * * 
NO TECHNIQUE 
Villain: “Ah, my proud beauty! You 
are in my power at last.” 
Modern Maiden: “Well, what are you 
wating for?” 


KORN 


Maybe the reason they call our lan- 
guage the mother tongue is because 
women use it the most, 

* Ok 


POOR AIM 
Mother: “Melvin, are you spitting in 
the fish bowl?” 
Melvin: “No, but I’m comin’ pretty 
close.” 


MR. FEED MANUFACTURER 


VITAMIZE 


YOUR FEED WITH 


3000 UNITS 


TRADE MARK 


400 UNITS 


A PURE USP COD LIVER OIL CONCENTRATE 
— Made to a Standard and Laboratory Tested 
for Performance in Our Own Biological Division. 


FACTORY AND MAIN OFFICE: BOONTON, N. J. 
STOCKS: 


FARLEY FEED COMPANY 


JANESVILLE, WIS. 
Ex Warehouse, Chicago Ex Warehouse, Boonton 


SALES OFFICES: 


NEW YORK 
15 E. 26th St. 


CHICAGO 
Palmolive Bldg. 


CAMBRIDGE, MASS. 
282 Portland St. 


We Also Supply Anchor Brand Standard Grade Cod Liver Oil 
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BUY FEED BUSINESS 


us Vitality Mills, Inc., Chicago, Ill., has 
Order a Mixed Car of purchased the feed business of the Chas. 


A. Krause Milling Co., Milwaukee. Sale 
Golden Lo af Flour of this department followed the recent 
The flour with the Vim and Pep left in explosion and fire which wrecked the 


Krause plant. When the structure is re- 
built it is understood the company will 


concentrate on corn milling which has 
Bran and Mid dlings constituted the major part of its business. 


oe 


2 —Higher in Protein— WISCONSIN 


> & Emden Schey has purchased the bus- 


ed 2. iness of A. G. Scheuerell, Sun Prairie, and 
SS TENNANT & HOYT Co. will open a feed store. 

= John Jouno, manager feed department, 
LARE COPY, MINN. Stratton Grain Co., Milwaukee, returned 
recently from a business trip to Min- 

neapolis. 
Peter Kotvis, secretary and treasurer, 
e Kotvis Bros., flour and feed dealers, Mil- 
When In the Market: waukee, died May 5 at a hospital after an 
illness of only a few days. He was 65 

For Poultry Wheat — Feed Oats— years old. 
LaValle mill, LaValle, was destroyed 
Wheaty Barley — Feed Barley _ by fire, May 2, with a loss estimated at 

$25,000. 
onl ing Screenings. J. J. Nicho!s, Iodine Educational Bur- 
Corn Feedi & & eau, New York, stopped at Milwaukee 
eee recently while enroute to Minneapolis on 
a business trip. He returned to Milwaukee 
Write or wire for quotations. later to attend the Central Retail Feed 

association convention, June 7 and 8, 

ATHA GRAIN COMPANY A. A. Bergeron, Rice Lake, is con- 
IAW structing a new elevator to replace the 
MINNEAPOLIS, MINN. one destroyed by fire last fall. A two- 


story warehouse was recently completed. 


| “4ll your needs in grain and feeds” le C FE R E A [ 
Sunset Feed & Grain Co., Ine. GRADING CO. 


CHAMBER OF COMMERCE BRANCH OFFICE Specialize in 
BUFFALO, N. Y. MIDDLETOWN, N. Y. GOOD 
Distributors of: CORN me OATS 
CLO-TRATE SOY-O-CIDE COXOL 
Cod Liver Oil For- The spray with the For WISCONSIN TRADE 
tified in Vitamins Soybean Oil base Pacis, 


A and D (No kerosene) 
Write Us for Further Information 


AGLE ROLLER 
aq lo: MILL CO. 


ESTABLISHED 1889 NEW ULM, MINNESOTA 


Prices Right—Service Prompt 
TRY US 


Manufacturers 


PRINTED Daniel Webster 
B INDIVIDUALITY | and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 


ALL BAGS VACUUM CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 
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Salsbury Adds Two More 
Scientific Men 


Two more scientific men have been 
added to the staff of Dr. Salsbury’s 
Laboratories, Charles City, Ia., bringing 
the corps of technical and research men 
with the organization to 14. 

Both of the new members, Dr. W. G. 
Keehn and N. F. Morehouse, will engage 
in research work on the Dr. Salsbury 
farm and will teach in Dr. Salsbury’s 
new three-month school of poultry di- 
seases which will open July 5. 

Dr. Keehn is a graduate of Kansas 
City veterinary college and comes to the 
laboratories as a bacteriologist. He will 
carry on poultry research work and 
teach bacteriology in the school. 

Mr. Morehouse comes to the Dr. Sals- 
bury staff from the University of Omaha 
where he has been teaching. He is a 
specialist in coccidiosis and other proto- 
zoan diseases. 


oe 


e J. W. SIMMONS, for many years in 
the grain and feed business at Pemberton, 
Ohio, will open a feed plant in a new 
building now being constructed at Sidney, 
Ohio. 


e YOUNG & FREBURG have opened a 


new feed store in the Zempel building, 
Lewiston, Ill. 


e CLARENCE CLAUSEN, formerly of 
Minneapolis, has opened a feed store at 
Stockholm, Wis. 


Order from 


HEADQUARTERS 
SAFE! 


Waterloo Mills Company 
@ Wholesale Flour and Feed 


Waterloo, lowa 


CARLOADS ... TRUCKLOADS 
L. D. Phones 27 and 28 


Easy Payment Plan 
Starts You NOW! 


Make big profits mixing 
your own brand of feeds 
from locally grown grains. 
Or + prepare better 


WHIRLWIND” will pay 
for itself quickly. Made in 
500, 1000 and 2000 Ib. sizes, 


model. Each mixes 100 Ib. 
of feed and up. Don’t pass © 
up this easy payment plan. 
Write today for details. 


BROWER MFG. CO. 
Box 2784, Quincy, Ill. 


CAPITAL FLOUR MILLS, Inc. 
QUALITY FLOURS...QUALITY FEEDS 
Let Us Include 


Minnesota Girl Flour 
OR 


Goodbread Flour 


In Your Next Car Of 
QUEEN WHEAT FEED —CHEROKEE PURE BRAN 
CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Offices: Corn Exchange Bldg. Minneapolis, Minn. e Mills: St. Paul, Minn 


CHOICE FEED GRADE 
DRIED SKIM MILK 


All poultry rations should include liberal quantities of 
Dairylea Dried Skim Milk. Also good in rations for calves 
and swine. Carried by principal feed merchants through- 
out Northeastern territory. 


MANUFACTURED anp DAIRYMEN'S LEAGUE CO-OP. ASSN. INC. 
DISTRIBUTED BY 11 WEST 42nd STREET e NEW YORK, N. Y. 


XCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


TRUCK SCALES FOR SALE 
All capacities. Guaranteed accuracy and dur- 
ability. New and used. Shipped on 30-day free 
trial BONDED SCALE CO., Dept. FB, 2166 
So. 3rd St., Columbus, Ohio. 


MILL FOR SALE 
Complete buckwheat flour mill, two DB 
stands 9x18, one DB stand 9x24 Noye Rolls, 
Noye Rotary Sifter, Wolf Pat midds mill, ele- 
vators, shafting. Can be seen in operation. 
ODESSA MILLS, Odessa, N. Y. 


BUSINESS FOR SALE 
General Store and Feed Business located in 


ee farming district. Write Box 413, Madison, 
is. 


BUSINESS FOR SALE 
Feed Store and grist mill, dealing in cement, 
coal and fertilizer. Owner retiring. Write 
ELLIS BROS., INC., Springville, N. Y. 


FEED MIXER FOR SALE 
One ton capacity—fioor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 80 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
In central Wisconsin. Three feed and grocery 
stores in good location, dairy country. Write 
Western Supply Co., Sparta, Wis. 


FOR SALE OR RENT 
Flour and feed warehouse. Business estab- 
lished 20 years. Storage capacity, 20 cars. 
Private track. Good location in town of 10,000. 
Write ER-43, c/o THE FEED BAG, Grain & 
Stock Exchange, Milwaukee, Wis. 


PREVENT CHICK DISEASES 

Your starter mashes need UNIVERSAL 
YEAST. It enables you to produce a feed that 
controls White Diarrhea, Coccidiosis and Poly- 
neuritis. 

Its high vitamin B and G content assures 
your customers of a vitamin-balanced feed. 
Manufactured by RICE LABORATORIES, INC., 
Dassel, Minn. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 H.P. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 

Flour and feed mill in southeastern o. 
ted in thriving community. Good tail 
and wholesale business. Mill building 40x72. 
A four story frame building, with 22x60 drive- 
way shed and loading platform. 10,000 Bu. 
grain storage. Steam heat and Diesel power. 
Good seven room dwelling with city water, gas 
and electric goes with the mill at a bargain 
price. Small down payment, balance paid over a 
number of years at a very low interest. Write 
MG-52 c/o THE FEED BAG, Grain & Stock 

Exchange, Milwaukee, Wis. 


ASSISTANT MANAGER WANTED 

Experienced feed man as assistant manager 
in live growing feed and fuel business in south- 
ern Wisconsin. Must have knowledge of feeds, 
rations, mixing and animal nutrition. Apply in 
own handwriting give qualifications, salary 
expected, etc. Write BR-61 c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


NEW OFFICE 
Marshfield Milling Co., Marshfield, 
Wis., has moved its offices into new and 
more spacious quarters across the street 
from its present plant. W. J. Koenig is 
vice president and general manager of the 
firm and A. C. Koenig is secretary. 


e J. P. HESSBURG, manager, Milwau- 
kee office, Archer-Daniels-Midland Co., 
left May 24 for a month’s combined busi- 
ness and vacation trip in the South. 


MR. DEALER... 


® Do you mix a yeast 
feed? If you do you 
will be interested in 
our product. 


A live yeast at a right price! 


Write us! 


Highland Park Feed & 
Supply Co. 
3619 Sixth Ave., Des Moines, lowa 


DISTRIBUTORS AND 
DEALERS WANTED 


IMPROVED -TANVILAC 


New Proven Method of 
Feeding Sweeping Country! 


Thousands of feed dealers and dis- 
tributors making MORE SALES, 
BIGGER PROFITS distributing 
Tanvilac. Farmers who feed oats 
or other small grain mixed with 
Tanvilaec report sensational gains. 
Lower feeding costs than ever be- 
fore. No wonder it repeats. Get 
details, special offer now. A money- 
making franchise may still be avail- 
able in your territory. Write today. 


THE TANVILAC ae? Des Moines, Iowa 
ept. F 


Special Offer 
Write 


DAKOTA MILLING CO. 
Mixed or straight cars 
MILL FEED ...FLOURS 


510 Hodgson Building 
MINNEAPOLIS, MINN. 


BOOTH’S SARDILENE AND FISH MEAL 
DENVER'S XXX ALFALFA MEALS 

CLIFFS DOW’S POULTRY CHARCOAL 
PEEBLES LACTO ““G’” WHEY POWDER 

CCC’S CALCIUM CARBONATE PRODUCTS 
GLIDDEN’S 41% AND 44% SOYBEAN OILMEAL 


Sole N. W. Sales Agent 


WAYNE FISH & COMPANY 


1420 Rand Tower e Minneapolis, Minnesota 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


4. L. ELD & CO. 
Wholesale G F 


‘eed Merchants 
502 Corn Atma Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


DEMON 
ROLLED OATS —— 


Top grade steamed rolled oats for hogs 
and poultry. Write us for prices. 


Des Moines Oat Products Co. 


Des Moines, Iowa 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


» FOR FEED CALL « 


““Stormy’’ 
IOWA FEED CORP. 


Phone 45177. Des Moines, Iowa 


BUSINESS FOR SALE 
Feed Mill including power mixer, General 
Business, Groceries, Coal, Feed, Machinery and 
Private Siding. Desirably located in southeastern 
New York in prosperous dairy and poultry sec- 
tion. Write Dickerson Bros., Thompson Ridge, 


e WIERSIG & DINS, Colby, Wis., are 
completing the construction of a new and 
modern warehouse and feed plant. 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


Write for Delivered Prices | 


NORTHWEST LINSEED MEAL CO. 
314 Flour Exchange Bldg. Minneapolis, Minn. 


RUSSELL MILLER MILLING CO. 
General Offices-Minneapolis, Minn 


3 H.P. on 1-ton size. 


drive. 


DAISY BATCH FEED MIXERS 


Horizontal type. Capacities from ¥% to 2 tons per batch. Requires only 
Loads, mixes, discharges and sacks a ton batch in 

12 minutes. Entirely self contained. Quiet in operation. Motor or belt 
Write for complete information and low factory-to-user prices. 


R. R. HOWELL & CO. 


ich 2 MALCOLM AVE. S. E. 


MINNEAPOLIS, MINN. 
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INDIANA 

Soy Seed Co., Camden, is installing a 
forced air furnace for drying hybrid seed 
corn. 

Kiefer Sales Inc., Elwood, has an- 
nounced the opening of two new branch 
feed stores at Greentown and Tipton. 

Roscoe Martin, proprietor of the Mar- 
tin feed and supply store, Palmyra, has 
sold his interest to his partner, Frank 
Trowbridge. 

Arthur and Harlan Harrold, Akron, 
have sold their feed mill property to the 
Budlong Pickle Co. 

Campbell Grain & Seed Co., Bunker 
Hill, has purchased the elevator formerly 
operated by Fred Cohee and will open it 
for business after making improvements. 

Hamlet Grain & Feed Co., Hamlet, is 
being reorganized with a capital stock of 
$25,000. 

C. T. Martin has opened a new feed 
mill at Wolcott. 

Indiana Flour & Feed Co., Muncie, has 
been incorporated with a capital stock of 
$35,000. 

H. H. Small & Son, Dillsboro, are 
planning to build a new feed and flour 
mill. 

Charles Webster, Russellville Flour & 
Grain Co., Russellville, is seriously ill at 
a sanitarium at Lafayette. 

Corbin & Ford mill, New Harmony, 
will be opened soon by George Couch & 
Son, operators of a chain of elevators. 


@ CARL LOUIS REBSTOCK, 43- presi- 
dent, Queen City Seed Co., Buffalo, 
Y., died suddenly May 23. 


RANKE 
GRAIN CO. 


INCORPORATED 


GRAIN FEED 


MILWAUKEE, WISCONSIN 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
e 
CREATORS OF PRINTED 
ADVERTISING That SELLS 
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Don’t forget to say you saw the Ad in THE FEED BAG 


Wise Choosing Goes With Success 
AMPBEL 


SHIP TO 


ROY I. 


Grain Commission 
Merchant 


Milwaukee, Wis. 


CORN OATS WHEAT BARLEY 


_ MULLIN & DILLON COMPAN 


RELIABLE GRAIN MERCHANT 
MINNEAPOLIS | 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound for 
pound—And it’s selling at about half the price of corn. 


When you use “Manard Quality” Blackstrap you get extra 


nutritive value in your feeds as “Manard 


Quality” contains 


about 1% less moisture and 1% more solids than “Standard” 


Blackstrap. 


MANARD MOLASSES CO. 


» NEW ORLEANS 


SEEDS--GRAINS 
FEEDS --SOY BEANS 
MALTING BARLEY 


@ We Buy, Sell, Mill and 
Deliver with our own 
Equipment on One Profit. 


GREEN & COMPANY 


(Incorporated) 
EVANSVILLE WISCONSIN 


“Phone 55 Collect’ Private Exchange 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 
Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 


| 
Q 
Of GH) VW 
Wise 
| 3 BIRD 


RIEBS VIEW 


Vol. 5, No. 6 


June, 1937 Milwaukee, Wis. 


Plan Now to Ship Your 


NEW CROP BARLEY 
and OATS to... 


THE RIEBS co. 


In the Milwaukee Market and 
Assure Yourself of Prompt 
Service and Top Market Prices 


@ Ask us for “To Arrive” Bids for 
your New Crop Barley and Oats. 


| MARBLEHEAD LIME RATION 


CALCIUM 
98. CARBONATE 


There is no finer Lime Ration obtain- 
able than this outstanding Marble- 
head product. Manufactured under 
strict technical control from clean, 
ure, high calcium limestone. 98.3% 
Carbonate —96% through 200 
mesh screen. Packed in 100 lb. heavy 
towelling bags and branded. Complete 
feeding directions peer] on every 
bag. Write for samples and prices. 


Evenly Sized-Hard Edges 


Large, bulky, hard and sharp but 
because of high calcium carbonate 
content from sea shell formation, 
Marblehead Grits are over 99% digest- 
ible! Ideal composition for assuring 
heavy-shelled eggs and strong-boned 
chicks. Turkey to Chick sizes. Packed 
in 100 lb. Osnaburg bags. Write for 
samples and prices. 


Try MARBLEHEAD "98" 
MARBLEHEAD LIME CO. 


==] 


160 No. LASALLE ST. - - CHICAGO, ILL. 


e50¢e 


Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asourt sacs! 


(Quoted from Customer's Letters) 


“AFTER all, as we have said 
to you before, it is only 
typical of the service rendered 
by you whenever requested, and 
we appreciate your co-opera- 
tion more than we can tell you.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


—WERTHAN )— 


| 
MORTON’S SALT 


Highest Quality 


Prompt Service 


MorTON SALT COMPANY 


MILWAUKEE WISCONSIN 
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The amount of your sales .. . the size of your profits . . . should be 
measured by but one gauge... satisfied customers whose chief concern 
is flock health, growth and egg production. 


Mortality is always a factor to be reckoned with. In order that more 
birds may live to eat your feeds, it is particularly important that all 
your mashes contain adequate amounts of vitamins A and D. 


CLO-TRATE is a uniform and dependable source of both of these essen- 
tial vitamins, and is guaranteed to contain not less than 3000 U.S.P. 
units of vitamin A and 400 A.O.A.C. chick units (equivalent to at least 
400 U.S.P. units) of vitamin D per gram. Every batch of CLO-TRATE 
is tested on both chicks and rats. 


Flock health and increased feed sales go hand in hand. Help your 
customers to develop and maintain large, healthy flocks. Add CLO- 
TRATE to ALL your mashes. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Cod Liver Oil Concentrate Products 
Newark, N. J. Dept. 3M Chicago, Ill. 


7 


COD LIVER OIL 
\ 
' 


“quality AuccesA in the kitchen” 


FLOUR 


‘© eee wheat, conscientious milling and exact- 

ing laboratory tests achieve their objective in 
King Midas flour which always pleases the house- 
wife. She uses King Midas with confidence be- 
cause she knows its carefully maintained quality 
and all-purpose goodness are her guarantee for 
faultless baking results. Then too, King Midas 
quality is her guarantee of economy. Costly 
baking failures are eliminated and every sack pro- 
duces more baked goods which stay fresh much 
longer. For over 30 years dealers have found that 
King Midas flour sells easily becauseits constant, 
never failing quality assures profitable repeat 
business. 


“The Highest Priced Flour in 
America and Worth All It Costs” 


KING MIDAS FLOUR MILLS 


